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Improved Tone In ~ Insurance Inquiry 
Fire Insurance As PHOENIX In Pennsylvania May 
nd Of 1933 Comes Fade Into Inaction 
End Of 1933 C Assurance Company, Ltd. _— 
Optimism Restrained But Feeling No Appropriation For Probing Was 
, Exists That Next Year Will of London Made at Recent Special 
See Upward Trend 150 William Street, New York Session 
INTEGRITY IS MAINTAINED COMMITTEE WITHOUT FUNDS 
Public Confidence | in Companies 1 7 82 - -« «# 1 93 3 Representative Pushing Investiga- 
Justified; Many Problems Still . ‘. tion Offers to Act as Counsel 
Await Solution Time-tested Depression-proof Without Pay 


As the dawn of 1934 approaches, fire 
insurance company executives feel a bit 
more optimistic than they did twelve 
months ago. Changes for the better are 
not so marked as to warrant unrestrained 
enthusiasm and numerous grave prob- 
lems remain to be overcome, but the 
business as a whole is undoubtedly in a 
healthier condition than at the close of 
1932. Of outstanding importance is the 
fact that fire insurance survived in most 
creditable fashion the financial crises of 
the current year and the general public 
has had to suffer little by virtue of the 
failure of stock fire companies to meet 
their obligations as they became due. 
The inherent and fundamental soundness 
of fire insurance has been tested thor- 
oughly in the last two or three years and 
the successful outcome lends encourage- 
ment for the future. 

Expect Gain in Premiums in 1934 

Unless some conflagration of major 
proportions occurs between now and 
Monday the fire loss total for 1933 will 
be about 25% below the figure for last 
year, and this reduction in loss pay- 
ments will probably more than offset a 
small drop in premium income and a 
higher expense ratio. Most companies 
should show a moderate underwriting 
profit which will be augmented some- 
what by the release of funds from un- 
earned premium reserves. In the opin- 
ion of numerous company officers the 
low point in premium income has been 
reached, and if the efforts of the Roose- 
velt administration to revive American 
business activities prove at all successful 
the trend in income should be upward 
gradually in 1934. Meanwhile fire insur- 
ance 1s preparing itself to keep pace with 
changed conditions. 

The problem of controlling expenses 
and keeping them in their proper rela- 
tion to premium income still remains to 
be solved, although progress is being 
made. Acquisition cost ratios are prob- 
ably as high today as they have been 
in many vears because the competition 
for available premiums on fire, marine 
and allied lines has become so severe 
that the temptation to pay extra com- 
pensation to producers for business has 
not always been withstood. Likewise the 
downward tendency in rates continues. 

(Continued on Page 19) 
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A stranger to our country, viewing a river which 
clamorously roared by on its way to a cataract, might 
say, “This is dramatic and thrilling, but what a tre- 
mendous waste of possible power!” But we should 
likely reply that a great dam and power house were 
being built near the falls, and pipe lines had been led to 
gigantic turbines, which would supply power for the 
uses and the comforts and the prosperity of millions 
of people. Perhaps that is our situation in respect to 
the turbulent, violent changes which are swirling us 
around, or are rushing us onward. 


Eventually, when the new, strange projects have 
been completed, these new forces, or, rather, old forces 
regulated by new measures, may be transformed into 
national economic and financial power that will be a 
permanent blessing to all of our people. Therefore 
let us not grow weary in our patience and our faith, 
but hopefully work on until the better day. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 
PHILADELPHIA 


Independence Square 


























Despite the fact that Representative 
A. J. White Hutton, chairman of the 
joint legislative committee to investigate 
the Pennsylvania State Insurance De- 
partment, has called a meeting of his 
committee for the first week in January 
to work out details of a program tenta- 
tively outlined for the investigation, po- 
litical observers do not believe that the 
investigation will ever come off. 

The special session of the Pennsyl- 
vania legislature, which came to a stormy 
close last week and which featured in 
its closing sessions fireworks against 
Hutton’s committee and its failure to 
do any investigating, failed to pass any 
appropriation for the committee. The 
legislature which first appointed the 
committee also failed to make it any 
appropriation. As a result, while the 
committee may want to investigate, it 
has no money with which to pay wit- 
nesses and other expenses it might incur. 

Cohen’s Charge 

Representative Herbert B. Cohen, a 
Democrat of York, who pressed the fight 
at the special session for an active in- 
vestigation, offered to act as counsel, 
without pay, for the committee. 

Previously Cohen had charged that in 
a certain merger of two shaky compan- 
ies the Insurance Department had per- 
mitted the withdrawal of $1,000,000 in 
bonds on deposit with the state. In his 
final blast, the day before final adjourn- 
ment, Cohen made the following new 
charges: 

That thousands of dollars were col- 
lected in the liquidation of an insolvent 
casualty mutual and today the Insurance 
Department has less than $2,000 in its 
possession to pay creditors. 

That increased assessments, without a 
court order, were levied by the De- 
partment in the liquidation of two other 
casualty mutuals. 


Liquidation Branch 

That the Insurance Department’s liqui- 
dating branch has moved its Philadelphia 
offices three times at an increase in rent 
of not less than $2,500 each time. 

That printing and stationary bills of 
the Department have increased recently 
to a point where they exceed the total 
cost for such expenditures for three pre- 
vious years combined. 

That thousands of dollars have been 
given to collecting agencies to sue 
debtors of insolvent companies at $10 a 

(Continued on Page 30) 






















THE EASTERN 


Live— >] +— Live ——- 
GS ae <_ UNDERWRITER 7 t e 








December 29, 1933 




















Announcement 


With the usual GREETINGS for 


Pershing 
Square 


the New Year we wish to announce 
the opening of our NEW BRANCH 
OFFICE at 100 East 42nd Street, Pershing Square 
Building, on February Ist. This Ofhce will be 
arranged according to the latest demands of our full 
time producers, and will be 100% representative of 
Massachusetts Mutual Standards in every way. ‘The 
Pershing Square Building is directly : 
. . | reetings 
opposite the Grand Central Terminal 
and houses the 42nd Street Station for 
of the Lexington Avenue subway. 1934 


—Organized Service— 


THE KEANE-PATTERSON AGENCIES 


225 West 34th Street 60 John Street 100 E. 42nd Street 
Tel.: CHickering 4-2384 Tel.: JOhn 4-4107 Tel.: AShland 4-8610 
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Northwestern Mutual, 75 Years Old, 
Passes Billion Dollar Atssets Mar 


Three-quarters of a century ago the 
Mutual Life 
so the company this year is cele- 
A lot of 
insurance history has been written from 


Northwestern came into 
being; 
brating its Diamond Jubilee. 


the time this company started until it 
passed its billion dollar in assets position 
this year. That history began when Gen. 
John C. 
agent, got many of the leading citizens 


Johnston, a former insurance 


of the state to form a life insurance 
company. 
\n interesting personality was Gen. 


Johnston. At the time the company was 


formed he was living in a backwoods 
town of Janesville, Wis., and, in discuss- 
ing him, the Milwaukee Journal recently 
gave this pen picture: 

“Often he appeared with a red sash 
wrapped around his belly, riding a pranc- 
ing Percheron which, on regular duty, 
served as the off horse in drawing the 
village hearse.” 

Early Career of Gen. Johnston 


“Gen. Johnston had the enthusiasm of 
an evangelist, the subtlety of a showman, 
the faith of a fanatic. All he lacked was 
Where he got his title 
remembers. For sixty-three 
years he had Catskill, N. Y., 
where he taught school, operated a sash, 


a field of action. 
nobody 
lived in 


door and blind factory and later under- 
took the 
patent invalid. chair. 

“Finally, he went from Catskill to New 
York City where he joined the agency 
force of the Mutual Life.” 

The General had one of those old time 
contracts which gave him a commission 
on all business emanating from persons 
“introduced by him to the management.” 
He placed his desk in front of the en- 
trance to the office and collared all who 
entered and so introduced them to the 
management. The management got fed 
up on this; first removed him to another 
part of the office, and then persuaded 
him to sell his contract. He got $25,000 
for it. That leaving him without a job 
he decided to go West. He settled near 
Janesville with the intention of starting 
a stock farm, but he was not the type 
to succeed at that. He wanted to be 
mixing more with people. He wanted 
to get back into life insurance. 


manufacture and sale of a 


Birth of Company 


At the time Wisconsin was only ten 
vears old as a state. Its only railroad 
had just been completed, and financial 
failures were the rule instead of the 
exception with projects there. He de- 
cided that the state should have a life 
insurance company and persuaded thirty- 
six of the state’s leading men that this 
was a good idea and that he should run it. 

On November 25, 1858, the new com- 
pany began and it was a one room affair 
on the second floor of the Exchange 
Block, Janesville. Furnishings consisted 
of one pine table, two chairs and a wood 
burning stove. But it made a good start 
and in the next vear the home office was 
moved to Milwaukee. It was not easy 


| Presidents of the Northwestern Mutual Life 















































President M. J. Cleary and His Predecessors as Heads of the 


sailing at the start. The company had 
to get an extension in 1858 to pay a 
note for $300 given a bank for the pur- 
chase of office equipment. When the 
first death loss occurred there wasn’t 
enough money in the treasury to pay it 
and the money had to be borrowed with 
the aid of personal responsibility. Had 
another death occurred at this time there 
would have probably been no billion dol- 
lar Northwestern Mutual Life Insurance 
Co. three-quarters of a century later. 
Gen. Johnston was not the first presi- 
dent because he did not choose to take 
that office, giving the honor to Joseph A. 
Sleeper. Gen. Johnston bought the first 
policy. It was for $5,000. One of the 
first of the vice-presidents was Heber 
Smith, a former sheriff and a member of 
the legislature. The first treasurer was 
Josiah Flint Willard, father of Frances 


Willard, who founded the W.C.T.U. The 
first medical director was Dr. Erastus B. 
Wolcott, surgeon in the U. S. Army and 
manager of the soldiers’ home in Mil- 
waukee. 

Who designed the company’s present 
corporate seal—the banyan tree—is lost 
to historians, but the motto beneath it, 
“We spread to protect,” has been faith- 
fully followed. As the tree’s branches 
spread from the parent trunk they drop 
down aerial roots which penetrate the 
earth and in turn give out branches 
which repeat the process. 

Pioneer Activities 

In its first piece of literature the com- 
pany clung true to the best Victorian 
tenets. On the back cover sits a woman 
in black, with long black curls, two bags 
of money on the table—evidently left by 
some insurance man—and the orphans 





Northwestern Mutual 


conveniently seated opposite their mother 
who had nothing left to worry about 
except the loss of her far-sighted hus- 
band. 

The first real estate mortgage loan 
made by the Northwestern was in 1869 
and on a piece of property owned in 
Milwaukee and for $600. The first tele- 
phone was installed May 11, 1880. The 
company now has 150 in the home offic: 
building. The first woman employe en 
tered the office in September, 1880. On 
December 1, 1933, the company began 
insuring the lives of women. The first 
typewriter ever perfected for commercial 
purposes was submitted to the North- 
western Mutual by C. Latham Sholes, its 
inventor. The then president, Henry 1. 
Palmer, tried the new fangled idea and 
said it wouldn’t work. He was mistaken 

(Continued on Page 6) 
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Retirement of Frank G. Idler 


Purchasing Agent of the Prudential Was One of Country’s 


Largest Buyers of Supplies of All Kinds; An Honest 
Intelligent Executive Who Became an Authority On 
Paper, Mechanical Devices and Many 
Other Supplies 


Frank G. Idler, purchasing agent of 
the Prudential, after just short of forty 
years’ experience with that company, has 
retired. Holding a position of great re- 
sponsibility and a difficult one requiring 
unusual capacities he built up a reputa- 
tion for unfailing loyalty, honesty and 
willingness to work. These qualities were 
emphasized with the passing years. He 
never believed that a hard driven bargain 
would benefit the Prudential, nor would 
he ever permit a contractor or supplier 
to feel that he was lax in his duties. The 
Prudential’s interests came first, last and 
all the time, and he served with great 
credit. 

When news of his retirement became 
known he was swamped with letters from 
the concerns from which he had bought 
sO many supplies in the past. All of 
them stressed his integrity, courtesy and 
fairness. The door of the Prudential is 
always open to salesmen seeking an in- 
terview with the head of the purchas- 
ing department. 

“We have ever been willing to listen 
to the story they have to sell,” he said 
to The Eastern Underwriter. “The Pru- 
dential is receptive to everything new in 
the way of supplies; always ready to buy 
anything which will save time, eliminate 
waste, add to efficiency. And an inter- 
esting observation to make along that 
line is that the Prudential has never seen 
anything of a novel nature at the annual 
business show in Grand Central Palace 
no matter what the device is—which has 
not already been shown to the purchas- 


FRANK G. 


IDLER 


ing department of the company before 
the show opened.” 

Mr. Idler received more than one hun- 
dred expressions of esteem and good 
wishes from the business associates who 
have known him so long when the news 
of his retirement became known. Among 








111 North Broad Street 





Low Cost Policies for Protection 
Retirement Income Endowments 
Par and Non Par 


Age 0 to 65 


A Policy for every need. 


A General Agent’s Contract that rewards successful performance. 
Desirable territory available. 


PHILADELPHIA LIFE INSURANCE COMPANY 


Philadelphia, Pa. 








letters were some from members of the 
national and New York City association 
of purchasing agents. He had been vice- 
president of both associations. 


How He Joined the Prudential 


Before going with the Prudential Mr. 
Idler had been a photographer with his 
office in a building which later was 
torn down to make way for part of 
the present home office of the Pruden- 
tial As an amateur he won the New 
Jersey State award three years in suc- 
cession for photographs he took of land- 
scapes. He had left the photography 
field and had taken another position 
which he lost because of the depression 
during the Grover Cleveland Administra- 
tion. 

His mother had been discussing him 
with her clergyman, who said he would 
try to get young Idler a job. When 
the young man returned home and 
learned about this he said he intended 
to get his own job, but the clergyman 
knew someone at the Prudential, spoke 
for him with success, and he went to 
work for the purchasing department as 
a clerk. 

Mr. Idler was given the title of as- 
sistant purchasing agent, and soon suc- 
ceeded to the full title. For some 
years the purchasing of the supplies by 


the company had been done largely by 
various departments. Thus, the real es- 
tate division bought electrical and car- 
penters’ supplies, etc. The engineering 
department bought coal and material 
needed by the engine room. The com- 
missary department got its own foods, 

Some years after Mr. Idler was made 
head of the purchasing department, the 
buying was centralized in that depart- 
ment. 

As the years went by Mr. Idler nat- 
urally became quite an authority in many 
directions as he has never been satisfied 
with half-way information, but wanted 
to dig down to the bottom of the sub- 
ject under review. For instance, he is 
one of the best informed men in the 
country relative to paper stock. He read 
many books on this subject, even visiting 
some of the leading pulp and paper mills. 

Another supply which has captured his 
attention is that of office furniture and 
fittings, and in this bracket is included 
appliances, equipment and a large variety 
of time saving items. The purchases in- 
clude furniture and fixtures for Pruden- 
tial offices throughout the country. He 
takes into retirement with him an ex- 
ceptional knowledge of typewriters and 
calculating machines. Of late years he 


(Continued on Page 14) 








WHAT WOULD YOU DO WITH A BIG FAMILY AND A SMALL INCOME? 


A question to stump the best of us, but— 


The Manhattan Life Insurance Company has an answer to it which should satisfy the most thoughtful of young fathers. 
It’s a great idea!—This new FAMILY INCOME SUPPLEMENTAL AGREEMENT the Manhattan Life presents. 


It is an agreement added to the regular insurance policy (Term excluded) by means of which the insured is enabled to 
supplement his regular insurance protection with an additional amount to cover the years when the responsibilities of a 


growing family are heaviest. 


The purpose is to provide a monthly income for the family in the event of the death of the insured within a specified 


period, viz. 10, 15, or 20 years. 


And this plan is truly a godsend to the young married man whose income is insufficient to care for the daily needs of 
his family and also provide an adequate income for them under the usual income or interest option settlements. 


A choice of two agreements is offered:— 


1. Family Income Agreement (A)—which guarantees a 
minimum monthly income of $7.50 per $1,000 of 


insurance. 


2. 


Family Income Agreement (B)—which guarantees a 


minimum monthly income of $10.00 per $1,000 of 


insurance. 


+k + Full particulars will gladly be given 


by the Company’s local General Agent * 


ste ate 
i 


THE MANHATTAN LIFE INSURANCE 


654 Madison Avenue at 60th Street, New York, N. Y. 


Thomas E. Lovejoy, President. 
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Brainard Found Much 
Improved Conditions 


DISCUSSES LONG TRIP HE TOOK 
Higher Cotton Prices Makes Southern 
Cities Happy; N.R.A. Not Much Dis- 
cussed; Agents More Cheerful 
Morgan B. Brainard, president of the 
Aetna Life, recently returned from an 
extended trip through the Central West 
and the South. Mr. Brainard discussed 
his trip with Cedric W. Foster, financial 
editor of the Hartford Times. Mr. Fos- 

ter’s story in part follows: 

“Mr. Brainard reports business condi- 
tions considerably improved in the sec- 
tions of the country which he visited. 

“Ten-cent cotton in the South has 
made a vast difference to the growers of 
this commodity. During his visit to this 
part of the country Mr. Brainard de- 
livered several addresses before agents 
of the Aetna Life on the subject of 
stable currency. He stated there was an 
excellent response to the company’s 
viewpoint on this important subject. 


The N.R.A. 


“During his entire trip the question 
of the N.R.A. and its relation to present 
business conditions was not brought up 
by agents. There appears to be the best 
sort of co-operation on the part of the 
agents with the administration’s pro- 
gram. 

“Mr. Brainard reported there has been 
a long dry spell in the wheat belt of 
Kansas. Unless there is rain in the near 
future the crop will be jeopardized. Ad- 
verse crop conditions also prevail in 
some sections of Oklahoma in which he 
visited. 

“The Aetna Life’s chief executive said 
there was no pessimism exhibited by 
agents of the company. While business 
is not up to that attained a few years 
ago there is every willingness by the 
agents to work long hours to effect sales. 
Due to business conditions there are not 
many ‘big cases’ sold. This, Mr. Brain- 
ard pointed out, makes it necessary for 
the agents to greatly increase the num- 
ber of policies sold in order to come 
near the volume of business heretofore 
attained. 


Aetna Casualty & Surety 


“The payment of the extra dividend of 
40 cents a share by the Aetna Casualty 
& Surety is concrete evidence of the 
good year which this casualty company 
has enjoyed. It is probable that under- 
writing profit of the company will be in 
excess of $750,000 for 1933. That which 
is more important, however, is the fact 
that premium income of Aetna Casualty 
will either exceed premium income of 
last year or will be within 1 or 2% of the 
1932 volume. 

“Business of the Automobile Insurance 
Company has also been better than might 
have been expected in view of general 
business conditions. This company has 
maintained its reguluar dividend rate of 
$1 per share per year throughout the 
depression.” 





JOINS SANBORN AGENCY 
Rutherford O. Ainslee, Well-Known 
Golfer, Now Business Associate of Ray 
Gorton, His Former Golf Partner 

Rutherford O. Ainslee, well-known 
golfer, has joined the Sanborn Agency 

of the Connecticut Mutual Life, Boston, 
wail has thus joined in business his old 
golf partner, Kay Gorton, who has been 
with the Sanborn agency for some time. 
Recently Mr. Ainslee has been sales 
manager of a piano concern. 

Ainslee has played golf since the age 
of six. Once he was Western junior 
champion and upon another occasion he 
qualified for the national. He is a Wil- 
ams College man and there played 
four years of baseball and three years 
of football. He was captain of the base- 
ball team during his senior year. He 
entered the piano business after leaving 
college, and at one time was in the in- 
vestment business. 














Sor Sale—HKest 








Here is a tangible commodity that 
is much in demand and easily ac- 
quired. 


The Prudential Annuity will interest any 


prospect, for it means an old age of 


INDEPENDENCE. 


The price? Simply the practice of a little 
self-denial in middle age, when vitality 


and efficiency are at their peak. 


Tell them about it! 








Che Prudential 


Insurance Company of America 





Epwarp D. DurFrieLp, President 


Home Office, Newark, New Jersey 





JOHN F. ORYOEN 


























Savings Fund Life 
Gets Pythias Line 


PREMIUM MILLION A MONTH 


Charles A. Pritchard Heads New Com- 
pany to Handle Half Billion Business 
of Knights of Pythias 


A contract by which the Savings Fund 
Life of Anderson, Ind., recently organ- 
ized, is given the exclusive right to issue 
wholesale life insurance to the entire 
membership of the Knights of Pythias 
has been announced by Charles A. 
Pritchard, president of the Anderson 
company. Ten months have been de- 
voted to the formation of a uniform and 
practical plan of insuring all of the 500,- 
000 or more members of the order, and 
eventually their families. The premium 
income, according to Mr. Pritchard, will 
be about $1,000,000 a month with insur- 
ance in force of about $475,000,000. 

Practically all the stock of the Sav- 
ings Fund Life, a legal reserve company, 
is owned by the Anderson interests. G. 
E. Applegate is vice- -president of the 
company; the secretary is W. E. Thorn- 
burg; treasurer, S. J. Grossnickle; med- 
ical director, Dr. T. J. Stephenson. 

All agency matters pertaining to the 
company will be handled under a master 
broker plan represented by the General 
Agency Corporation, also an Anderson 
institution, of which Mr. Pritchard is 
general manager. 

Mr. Pritchard was born in Franklin, 
Ind., and located in Anderson in 1924. 
He was an agency supervisor in the 
Eastern divisio rd of the Bankers Mutual 
Life and held this position until October, 
1930, when he resigned to organize the 
Savings Fund Life. The company was 
chartered and licensed last April. 

The contract of reinsurance with the 
lodge is made between it and the Gen- 
eral Agency Corporation as master brok- 
er. Under the terms of the contract th 
agency corporation is authorized to place 
the insurance in one or more legal re- 
serve companies. There are 5,000 subor- 
dinate lodges in the order located in all 
states of the Union as well as in every 
province of the Dominion of Canada. 





GENERAL AMERICAN PROGRESS 


Licensed in South Carolina, Making Six- 
teenth State Entered; Plans For 
Future Activity and Growth 

The General American Life has been 
licensed to do business in South Caro- 
lina, and its general agent there will be 
Marion Rich of Columbia, who for a 
number of years represented the Mis- 
souri State Life in the Carolinas. With 
its entry into South Carolina the Gen- 
eral American is now licensed in sixteen 
states one the Distri ct of Columbia. 

The company’s plans for the new year 
contem vee 2 a conservative advancement 
of its productive activities, but before 
many Bast my t is expect d to settle down 
to an anticipated annual production pace 


ximately $50,000,000. From that 





I aj 
base intends to gradually build up its 
volume, incre asing from year to year as 
business conditions warrant 
Heretofore the General Americar 

concentrated largely on the cons¢ ti 
of the old Missouri State Life business 
which it took over on September 7. That 








it has done an excellent job in that re- 
spect is attested by the lar ion 
of the Missouri State Life hat 


has continued to pay pr 
new company. Lapsation 





CHICAGO HEARS SIX SPEAKERS 

The Chicago Association of Life Un- 
derwriters held its December luncheon 
meeting yesterday with six 
best producers talking f 
on “How to Increas¢ Your 
1934 ‘ The se S$] eakers wert 
Thomas, Equitable Society; j 
Darby, trust officer, State Bank & Trust 
of Evanston; Frederick A. Schnell, Penn 
Mutual; James H. Brennan, Fidelity Mu- 
tual; Raymond W. Frank, State Mutual; 
Nathaniel Seefurth, president Seefurth 
Service 
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McAndless sia Wilstinnes hie 





made first vice-president of the Lincoln 


As Lincoln National Life Officers 


A. J. 


McANDLESS eo 
McAndless, 


WIGHTMAN 


a J. who is slated to be a member of the nationally-known ac- 


counting firm of Ernst & Ernst. 


National Life in January, came to the The companies of which Mr. Wight- 
Lincoln National in 1919 after having man was at various times actuary were 
had experience with the Grange Life of the Michigan State Life, the Detroit 
Lansing, Mich., and the Detroit Life. Life, and the American Life of Galves- 
Mr. Mc: Andless has been vice-president ton, Tex., where he was also manager 
of the company, and in his new post of the ordin: ury department. He was 
will fill the position of the late Franklin on the executive committee of the De- 
B. Mead. troit Life. 

Mr. McAndless was born in Michigan Mr. Wightman was graduated from 


in 1890, 
versity of 
membership in the Phi Beta Kappa Fra- as 
te 
governors of the 
Actuaries and an 
the Actuarial Society of 


rectors and of the 


Oo 


at times the 
retary and 
vice-president. 


assistant secretary, 


N 


the post as controller, came to the Lin- 
coln National in 1930 
actuary of a number of companies, and 


the University of Michigan and has also 
served on the faculty of that university 
a non-resident lecturer on the subject 
He is a member of the board of of insurance accounting and administra- 
American Institute of tion. 
associate member of He 
America. 


and was educated at the Uni- 
Michigan, where he won a 


rnity. 


is also co-author of a text book, 
“Life Insurance Accounting,” a book that 
He is a member of the board of di- has found a place in life insurance com- 
executive committee panies and colleges teaching this subject. 
1919 he has held He is a member of the American 
Mathematical Society and the American 
Statistical Association. 


f the company. Since 
positions of assistant sec- 
secretary before becoming 





former controller and 

who will succeed Mr. 50 YEARS WITH JOHN 
retaining E. W. Lee, one of the district man- 
agers of the John Hancock in this city, 
completed fifty years continuous service 
with that company. 


E. C. Wightman, HANCOCK 


{cAndless as vice-president, 


after having been 








protection 
fora minimum 








The Lincoln National Life Insurance 
Company fort Wayne, Indiana 


Would Separate Continental 
Life From St. Louis Bank 


> 


Insurance R. E. 
Charles 
ceneral 
Continental Life of St. 
and the 
comptroller of the currency at Washing- 
ton a plan for reopening the Grand Na- 
tional Bank of St. Louis on a 100% basis. 
It has been open on a restricted basis in 
charge of a national bank examiner since 
March 13. The Continental Life has 
about $680,000 on deposit in the bank of 
which Edmund M. Mays, president of 
the Continental Life, is president. It is 
believed reorganization plans for the 
bank include the retirement of Mays as 
it is understood the national banking 
department and the Missouri Insurance 
Department do not look with favor on 
too close an interlocking relationship be- 
tween the bank and the insurance com- 
pany. 


Superintendent of 
O'Malley of 
G. Revelle, 


Missouri and Judge 
vice-president and 
counsel of the 
Louis, have had up with R.F.C. 


HEADS Ss. F. ASSOCIATION 


P. G. Young, manager of the Golden 
Gate office of the Metropolitan Life, is 
the new president of the San Francisco 
Life Underwriters Association. 


SUCCEEDS L. J. EVANS 
R. A. Neel succeeds L. J. Evans as 
home office general agent of the Regis- 
ter Life. Mr. Evans has gone with the 
Northwestern Mutual Life. 

















THE BERKSHIRE 


LIFE INSURANCE COMPANY 


—Incorporated 1851— 


IS—IN COMPLETE ACCORD WITH THE 
“FORWARD MOVEMENT.” 


IS—MAINTAINING A HISTORY OF FINANCIAL STABILITY. 











IS—CONSERVATIVE, YET PROGRESSIVE. | 
IS—AN “AGENCY MINDED” COMPANY. 
IS—RENDERING “INFLUENTIAL” AND “INSPIRATIONAL” 
HELP TO THE “FIELD FORCE.” 
IS—SHOWING GAINS IN NEW PAID VOLUME 
AND PREMIUMS OVER 1932. 
66 . , 9? 
Ask Any Berkshire Life Agent 
| 
| Home Office FRED H. RHODES, 
| PITTSFIELD, MASSACHUSETTS President 
| = | 











W. J. Harper Made Personnel 
Officer For Metropolitan 


The Metropolitan Life has appointed 
William J. Harper personnel officer suc- 
ceeding to the duties of William F. Dob- 
bins, third vice-president, who will re- 
tire December 30 after nearly a half- 
century in the service of the company. A 
story about Mr. Dobbins’ career and re- 
tirement appeared in The Eastern Un- 
derwriter of December 8. 

Mr. Harper has been connected with 
the personnel division of the Metropoli- 
tan since that division was formed in 
1919. He has been an assistant secre- 
tary since 1932. Mr. Harper entered the 
service of the Metropolitan in 1897 as 
cashier of the Mount Vernon office. He 
was transferred to the home office in 
1900 and after successive promotions was 
assigned to the personnel division with 
Mr. Dobbins when it was organized. 


MONTGOMERY ROUND TABLE 


The monthly luncheon meeting of the 
Montgomery Round Table will be held 
next Wednesday at which an address 
will be given by L. L. Montgomery on 
what is ahead for life insurance 


men in 1934, 


sales- 


PILOT GENERAL AGENTS 
The Pilot Life has appointed as new 
general agents T. F. Barr at Bristol, Va., 
and J. C. Gardner at Henderson, N. C 


Northwestern Mutual 


(Continued from Page 3) 


The Northwestern Mutual now owns 630 
typewriting machines. 
Has Paid More Than Billion in 
Death Claims 


The Northwestern Mutual has done its 
share in helping to build up the nation 
during these seventy-five years. Its in- 
vestments of millions in lands, public se- 
curities and in other directions have been 
decidedly helpful. In death claims alone 
it has paid out a billion dollars. 

On January 1, 1883, the company had 
$83,355,000 in force and assets of $20,- 
000,000. By 1908 the outstanding insur- 
ance had reached more than $800,000,000 
and assets $233,00,000. At the present 
time there is about four billions in force. 

The present home office of the com- 
pany occupies a city block. The com- 
pany’s securities rest in steel vaults 
which occupy a space about ten times 
the size of the original home office of 
1858. 

With this article are pictures of the 
present president, M. J. Cleary, and his 
eight predecessors in the office. They 
are Joseph A. Sleeper, H. W. Collins, 


Samuel S. Daggett, Lester Sexton, John 
H. Van Dyke, Henry L. Palmer, George 
C. Markham and William D. Van Dyke. 
Jr., now a trustee, is 
Van Dyke. 


William Van Dyke, 
a son of William D. 
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20 PINE STREET, 
NEW YORK, N. Y. 


“TIME MARCHES ON” 





, a all the astounding events of the depression years, the 
Institution of Life Insurance emerges impregnable, and with an 


even greater opportunity than ever for service to mankind. 


Rugged and enduring as the hills of old New England, the 
Massachusetts Mutual calmly and consistently pursues its far- 
sighted policy of conservatism, sound underwriting and real human 


service. 


This Agency is firmly fixed in its determination to carry on 
in the traditions of the Company by maintaining its high standard 


of service to policyholders and agents alike. 





General Agent. 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO., 
CHASE NATIONAL BANK BUILDING, 
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Year Ends with Restored 
Feeling, Says Tyrrell 


CONFIDENCE IN INSURANCE 
Northwestern Mutual L Life’s Legal Coun- 
sel Reviews Events; Duty of Agents 
To Write and To Conserve 

The manner in which life insurance 
companies have withstood so valiantly 
and so successfully the depressive influ- 
ence through which American business 
has been passing is indicative of the in- 
tegrity of life insurance as an institution, 





TYRRELL 


HENRY F. 


and bears weighty testimony to the trus- 
teeship of those companies. 

That in a nutshell is the lesson of most 
significance which Henry F. Tyrrell, leg- 
islative counsel of the Northwestern Mu- 
tual, notes in his annual review of life 
epatemee which was made public this 
week. 

“The ability of companies to carry out 
their contracts during the last four years 
has been a tremendous f factor in divert- 
ing a cataclysm in this country,” he con- 
tinued. “That record of achievement has 
created in the — of thoughtful men 
and women a confidence in insurance 
which cannot be overestimated, and the 
best estimate of their confidence is the 
desire in increasing numbers to place 
their savings where they will be safe— 
in the custody of life insurance com- 
panies.” 


Outstanding Doubles in Decade 


During 1933 thirteen billions of new 
life insurance was sold, representing a 
decrease of 104%. The total amount at 
risk decreased 5%, but the outstanding 
in force has practically doubled in the 
last ten years. Life insurance paid out 
three billions, one hundred millions to 
policyholders and beneficiaries, of which 
two billions, one hundred and seventy- 
five millions went to living policyhol ders. 

In discussing moratoria, increased sur- 
render charges and other handicaps Mr. 
Tyrrell was emphatic that the agent 
should not gravely concern himself with 
these matters, but should remember his 
job is to sell life insurance. Men are 
ready to buy complete life insurance pro- 
grams when the y are persuaded to do so. 

“The successful agent in 1934 will be 
the man who has kept pace with changed 
conditions and who has prepared himself 
accordingly,” he said. No matter in what 
direction the economic and social order 
veers the field man knows that he has 
two major tasks: conservation of old bus- 
iness and writing of new. That is his 
chief future concern regardless of other 












THE 


CHRISTMAS STORY 


AND 
LIFE INSURANCE 


The stories that live through the 
ages and vitally affect the lives of 
men are simple but profound. 


Life insurance, like the Christmas 
story, satisfies some of the funda- 
mental needs of all men. 


Peace on Earth, Good Will Toward 


Men. 


= THE | FASTERN 
UNDE RWRITE R- 


Peace of mind which comes to him 
who has made safe provision for 
himself and his loved ones. 


Good will toward men which is the 
blessing of him who has no fear for 
the future of his material estate. 


Every life insurance man who has 
done his work well may now look 
back at his year’s record and say to 
himself, “To the best of my ability 
I have brought peace and good will 
to my friends and clients”. 


AMERICAN CENTRAL 
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INDIANAPOLIS 


situations. “They must have hope that 
the ‘new deal’ will mean a ‘new deal’ for 
them,” is Mr. Tyrrell’s comment. 

hea home office executives have had 
large responsibilities, too. Mr. Tyrrell 
jan tells of the incidents which affected 
them. 

“The prompt response to the emergen- 
cy evidenced by governmental authori- 
ties in enacting required legislation, the 
compliant spirit in which the regulation 
was received by the policyholders, and 
the inconsequential manner in which the 
restrictions were terminated, were evi- 
dence of popular esteem and confidence 
which must be heeded. Insurance sailed 
on without changing its course. It met 
its obligations and will continue to do 
o,” he said. 

Next under consideration is the mort- 
gage moratoria incidents: postponement 
of action on the foreclosure of mortgages 
upon the theory that an emergency ex- 
isted. 

“Whether or not such emergency ex- 
isted,” said Mr. Tyrrell, “remains to be 
demonstrated, but the experience of the 
life companies is that they were not 
greatly concerned with it. All they 
wanted was opportunity to do business 
in a business-like manner. Besides, life 
companies do and can manage and dis- 
pose of foreclosed property with com- 
paratively little loss because they do not 
have to sell on a low market. They can 
hold for the return to normality.” 


N.R.A. 
\bout the N.R.A. he said in part: 


It is well to note here, too, that the life in 
surance business lends itself to the N.R.A. We 


INSURANCE COMPANY 


INDIANA 


are at the end of an era—the era of individual- 
ism. We are at the beginning of another—the 
era of co-operation. Business in the future will 
have a three-ring partnership—capital, labor and 
government—in which capital and labor shall 
have the active part and government the ad- 


visory. Industrialists may have a hard time 
adjusting themselves to this program, but the 
life insurance companies will not. This busi- 


ness has been for a long time supervised by 
government authority. It has been told how it 
must proceed, It has, subject to that control, 
been canducting a co-operative business, and it 
is accustomed to it. 


Discussing the money question Mr. 
lyrrell made these comments: 


Then came the presidential pronunciamento by 
which the United States was taken off its time- 
honored gold standard for the first time in nearly 
forty years. The dollar needed attention due 
to a fall in price and to the hoarding of gold. 
There had come to the country evidence of 
unrest on the part of the unemployed, making 
for a condition of affairs approaching closely 
to panic. This led to the consideration of mon- 
ey and to a demand for inflation, a question 
which will soon be looked after by Congress. 

The life insurance companies have disbursed 
vast sums of moncy in recent years. There is 
no question but the greater portion of this mon- 
ey was dispensed at a time of great need. The 
greater the need the greater the value. 
ance dollars come as a rule when no other 
dollars are available. The attitude of those peo- 
ple who are worrying about the fluctuating dol- 
lar seems ridiculous. Of course, if a man be- 
lieves this country is heading for inflation such 
as they had in Germany, that is another story, 
but none of us expect that, and we do firmly 
believe that the institution of life insurance will 
continue to function as the most dependable 
agency of a man’s estate in his hour of need. 


Among other events of the year dis- 
cussed were the receiverships of several 
companies, reduction of dividends, grow- 
ing popularity of the radio in advertising, 
decline of suicides from the claims view- 
point, and number of critical books dis- 
cussing life insurance. 
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Gov. Murray Loses in 
Suit Against Prudential 


CO’S DEMURRER IS SUSTAINED 


Grounds for Receivership of Oklahoma 
Properties Rejected by Court; 
Governor Asked $546,000 

An Oklahoma court : has decided in fa- 
vor of the Prudential and against Goy- 
ernor “Alfalfa Bill’ Murray of Okla- 
homa in the ap plice ition for receivership 
of the company’s property in that state. 
The governor is suing the P rudentiz il for 
$546,000, which he claims is due in fees 
and penalties since statehood.  Alto- 
gether he is trying to collect around 
$5,000,000 by proceedings against a num- 
ber of life insurance companies. 

The action originally arose over Home 
Owners Loan Corp. mortgage bonds in a 
small foreclosure case. 

The three-judge district court held 
that the governor’s petition in the 
Prudential case presented insufficient 
erounds. The case will be tried later on 
its merits. 

Murray’s claim is that the company 
has failed to file a copy of its charter 
with the secretary of state; the com- 
pany’s counter-claim points out that it 
is required to file articles only with the 
insurance commissioner. 

President Edward Duffield in com- 
menting on the case has pointed out that 
in the incident that brought on the suit 
the situation did not come under the 
purview of the Home Owners Loan 
Corp. act. 

BRAILEY CLEVELAND ASS’N HEAD 
New Dues Schedule Adopted There at 
Annual Meeting; E. J. Wilson 
Speaker; Officers Elected 

Earle W. Brailey, general agent for 
the New England Mutual Life, has been 
elected president of the Cleveland Life 
Underwriters Association, which held its 
annual meeting this month. Heading a 
local association is not new to Mr. 
Brailey, for he was president of the 
Manchester, N. H., association several 
years ago. He went from New England 
to Cleveland in the fall of 1929, immedi- 
ately becoming active in the Cleveland 
association, and was for two years head 
of the general agents and managers divi- 
sion there. 

The other new officers of the associa- 
tion are: First vice-president, Eugene B. 
Fisher, National Life of Vermont; sec- 
ond vice-president, James H. Rutherford, 
Phoenix Mutual; Treasurer, Herbert A. 
Pope, Connecticut Mutual. New direc- 
tors to serve three years are C. R. Wal- 
ker, Equitable of Iowa; John H. Byrne, 
Penn Mutual. A new dues schedule was 
adopted by which provision was made for 
admitting to membership industrial men 
and assistant superintendents, also Or- 
dinary agents who have been in the busi- 
ness less than fifteen months, both at 
lower dues than regular members, and it 
was decided that 25% of the regular dues 
for 1934 be returned to the members in 
advance. 

Eric J. Wilson, producer of the En- 
gelsman agency, Penn Mutual in New 
York, gave his address on “There Are 
No Strangers.” 

M. G. . DARBY RESIGNS 

M. G. Darby, general agent at Jack- 
sonville, Fla., for the Mutual Benefit Life 
since November 1, 1912, has resigned ef- 
fective December 31. The Jacksonville 
agency will remain under home office 
management pending the appointment of 
Mr. Darby’s successor. Mr. Darby has 
made no announcement as yet concern- 
ing his plans for the future. 
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INCLUDING FULL LINE OF 


HARRY GARDINER AGENCY 


JOHN HANCOCK FULL LINE LIFE SERVICE 


ANNUITIES 


225 BROADWAY 
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: THE LUTHER-KEFFER AGENCY 
AETNA LIFE INSURANCE CO. 
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ife KENDRICK A. LUTHER—ROSCOE H. KEFFER, General Agents 
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Keeping in Touch With the Best Ideas. 
Up With the Man in the Field. A Clearing House 
of Advice and Opinion. 
Why Do I Not Get Results I Feel I Am Entitled To? 


Checking 


Where Do I Fall Down? 


Time and Money Capital 


Life Insurance Salesman: 


“Well, of course, Mr. Prospective Client, you have not had enough time to build 


up much property. 
money and resources. 


That is always a question of converting time and energy into 
While we can not tell for certain how much time we have 


ahead of us we can always discount time and have it converted into income for those 


depending upon us. 


That is what this plan proposes to do. 
gives you control of both time and money capital. 


Putting it into operation 
If you are deprived of time your 


children will be able to carry on as you would have wanted them to carry on were 


you looking out tor them personally. 
to get. 
of life. 


the more to justify the faith you have in them. 


They will 
They will have more than a fighting chance to win success in the battle 
They will understand how much they meant to you. 


get the education they are entitled 


They will strive all 
No man in your position would 


hesitate under these circumstances when so little will accomplish so much.” 


Seen But Not Felt 


Our friends out West have a very ef- 
ficacious system of ridding a ranch of 
the coyote that preys on sheep and 
other stock. A party is formed, the 
members of which ride out in a straight 
line for a number of miles and then turn 
and gradually close in toward a central 
point, driving the prairie wolves before 
them. The game, driven to a narrow 
circle, is thus effectively landed. 

Many a procrastinating prospect who 
could never be “corralled” by any other 
method has been ultimately landed by 
the type of salesmanship which begin- 
ning at some point of common human 
interest, has, by continuity of effort 
maintained through all preamble and dis- 
cussion, finally driven the mentality it 
was after, by almost imperceptible 
stages, into the circle or conclusion 
which logically spelled application. 


This method does not sell the prospec- 
tive client, but makes the prospective 
client sell himself, through showing him 
it is to his interests to buy or to his in- 
terest to act; it represents the most 
subtle kind of selling force in the fact 
that it is not perceived as consciously 
emanating from another, and the man 
acted upon feels that he is acting on 
his volition. The pressure brought to 
bear is as imperceptible as that exer- 
cised by the atmosphere on our bodies; 
its effects are seen but not felt 

Choate was master of this method. “I 
don’t think much of his spread-eagle 
talk,” said a simple minded member of 
a jury that had given five successive ver- 
dicts to the great advocate, “but I call 
him a very lucky lawyer for there was 
not one of those five cases that came be- 
fore us where he wasn’t on the right 
side.” 


Reaching the Higher Levels 


Have I reached my highest level in 
selling ability? That is always the chal- 
lenging question. Very few 
really pass beyond a poor average yet 
they have higher levels of resources than 
they ever dreamed they possessed. The 
reason that they make no more effort 
to achieve these higher levels is because 
of a lack of sufficient stimulus, excite- 


salesmen 


ment or impelling idea. Given sufficient 
impetus they command sources of power 
that were habitually neglected. 

The hidden values count. It is a pity 
that so many salesmen go on for years 
with so little to show for all their time 
and effort. Skilled students of human 
nature have much to their credit when 
they help such men to realize the full 
extent of their possibilities. 


The Bible, Milton and Shakespeare 


B.. F.: 

There are no short cuts in vocabulary 
building. As you know, there are the 
words you understand and the words you 
use. In selling it is the words you use 
that count. Words are as dangerous as 
dynamite and as peaceful as the calm, 
still waters under the shadows of the 
trees. Words babble like the brook and, 
as the poet puts it, chatter, chatter as 
they go. fords are stilted, ponderous, 
heavy, gross. Words are soothing. They 
stimulate and excite; they challenge and 
demand. They are imperious and terri- 
fying. They run the whole gamut of 





UNIFORM SYSTEM OF RECEIPTS 
Virginia Committee to Work Out Plan 
For Money Collected in Process 
of Reviving Lapses 

Virginia companies writing industrial 
business are endeavoring to work out a 
more uniform system for the giving of 
receipts by agents for money collected 
in process of revival of lapsed policies 
than the one now in use. Representa- 
tives of the companies conferred last 
weck with Superintendent Bowles in re- 


human emotions and, like the emotions, 
they have their effect as the wind ruf- 
fles the surface of the lake and the rip- 
ples carry wide and far, far as the eye 
can see. As I have written several times 
in this column, a well thought out dy- 
namic selling phrase is worth a ton of 
explaining. Go to the Bible, Milton and 
Shakespeare. 


Mr. Montgomery will answer _ the 
questions of agents regarding their prob- 
lems in the business. Write your ques- 
tions to Mr. Montgomery at The Eastern 
Underwriter, 94 Fulton Street 





gard to the matter. While there has 
been no particular complaint against the 
practice of agents working under the 
present system it was agreed that there 
were possibilities of abuse. 

Superintendent Bowles suggested that 
the forms be corrected to some extent. 
\ committee was appointed to work out 
a more satisfactory system. Members 
of the committee are Colonel Joseph 
3utton, president Union Life; Bolling H. 
Handy, president Mutual Life of Rich- 
mond, and R. D. Watkins, vice-president 
Home Beneficial. 








A HAPPY 
and 
PROSPEROUS 


Speeding 


Recovery 


National recovery is the sum 
total of individual recovery, 
1 9 3 4 Fidelity is speeding individual 
recovery through its Bridge 
. Builder plan of insurance, which 
To all our Friends : 


guarantees the continuation of a 
BROKERAGE DEPARTMENT man’s salary to his wife or other 
beneficiary for two years after his 


THE passing. 
Clancy D. Connell This is the First Step 
AGENCY 


This first step in the re-creation 





of his individual financial pro- 


Provident Mutual Life 


Insurance Co. 


99 John St., New York 


Phone BEekman 3-6131 


gram is his first step in contribu- 
tion to National Recovery. The 





Bridge Builder is one of a number 





of modern working tools with 
GETS LINCOLN BUST which Fidelity agents are speeding 
A bronze bust of Abraham Lincoln, this 
made from the famous Volk mask, has 
been presented by the Lincoln National 
Life of Fort Wayne, Ind., to Chester 
H. Gray, Washington representative of 
the American Farm Bureau Federation 
for winning a penny-guessing contest 
conducted by K. A. Stone of the Fort 
Wayne office at the Farm Bureau con- 
vention in Chicago. Mr. Gray guessed 
there were 2,469 Lincoln pennies in a 
two-quart glass jar exhibited at the Lin- 
coln booth at the convention. The actual 
number was 2,463. About 2,000 persons 
took part in the contest. 


recovery for themselves and 
those whom they insure. 


Write for information 


on Fidelity contracts. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADEL PA 


WALTER LEMAR TA 
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WORLD WIDE... 


The agencies of the SUN LIFE ASSURANCE 
COMPANY OF CANADA encircle the globe. 
Active branch organizations are maintained on 
five continents, in 40 countries and in 40 states 
of the United States of America. 


Policies in force number more than a million. 
Insurances in force approximate Three Billions of 
Dollars. 


The international character of the Company 
provides unique facilities for the service of its 
clients, in whatever part of the world they may 
reside. 


S 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


Head Office: 
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Big Cana Pension Plan 
Written by Aetna Life 


INITIAL PAYMENT OF — $500,000 





Annual Premium of $125,000; Group Is 
That of California & Hawaiian 
Sugar Refining Corp., Ltd. 





The Aetna Life has written what is 
probably the largest group pe nsion pol- 
icy. The coverage is on the Califor- 
nia & Hawaiian Sugar Refining Corp., 
Ltd., San Francisco. It covers 1,000 em- 
ployes, increasing the volume of the 
straight group insurance from $1,000,000 
to $3,500,000. Employes contribute to the 
expense of the plan, although the major 
expense is borne by the management. 
There was an initial payment of $500,000 
and there is an estimated annual pre- 
mium of $125,000. A special despatch to 
the Wall Street Journal, relative to this 
contract, Says: 

A Pension Table 

In order to give the maximum relief 
for the money spent and to avoid both 
deficiencies and excess in the amount of 
pensions, the benefit schedule takes into 
account the fact that the percentage of 
an employe’s salary devoted to necessi- 
ties decreases as the salary increases. 
This fundamental characteristic of the 
plan is illustrated by the following table 
a pensions for workers who enter the 
plan at the age of 30: 


Pension’s 


Monthly Monthly percentage 
Salary pension of salary 
$90 $71.69 79.7 
100 71.69 71.7 
125 78.92 63.1 
150 86.15 57.4 
175 86.15 49,2 
200 93.38 46.7 
250 107.84 43.1 
300 115.07 38.4 
350 129.53 37.0 
400 136.76 34.2 
son 158.45 Si..7 


Under the conventional pension plans 
a corporation usually faces the dilemma 
either of retiring those workers who have 
had less than twenty years’ service with 
an inadequate pension or of refusing em- 
ployment to men over 50. California & 
Hawaiian has met this problem by shar- 
ing with an employe the excess cost of 
providing a pension for an employe who 
enters its service late in life, by grant- 
ing pension credits for each year of serv- 
ice which increase with the age at which 
the service is rendered, and by having 
workers contribute an increased per- 
centage of salary toward their own re- 
tirement dependent upon the age at 
entry into service. 

How Plan Works 

Under the plan, a man having as little 
as ten years of service with the company 
and a salary as low as $100 a month, may 
retire with a lifetime annuity of $33.10 a 
month without having contributed at any 
time a maximum of more than 10. 5% of 
his salary. The retirement age is 65. 

Typically, the company purchases a 
pension of $50 a month and an additional 
amount, which in the case of an em- 
ploye receiving a salary of $100 a month 
is $21.69, is purchased by the employe’s 
contribution. This makes the total pen- 
sion in this case $71.69. 

MICHIGAN GROUP DECISION 

The Michigan Supreme Court has held 
in a current opinion that acceptance of 
an employe under a group contract who 
is over the age for permanent disabil- 
ity benefits, as set forth in the contract, 
does not constitute a waiver of the ex- 
ception and the employe, if permanently 
disabled may not recover under that 
phase of the policy. 

The case was that of John A. Rogers 
by Frank W. Rovers, next friend, vs. 
Metropolitan Life. The defendant com- 
pany issued a group policy covering em- 
ploves of the General Motors truck di- 
Vision, paying death and disability bene- 
fits, the latter both temporary and per- 
manent. 





Si 


i eves with his income drastically 

reduced, with accumulated debts, 
and with the job of providing clothing 
and shelter for his family—the aver- 
age man is inclined to “put off” buy- 
ing adequate insurance. 


“How needlessly some men gam- 
ble!” warns Union Central advertis- 
ing. It drives home forcefully the 
tragic consequences of inadequate 
protection, and offers as an immediate 
solution the Economic Adjustment 
Plan, worked out especially for the 
man with a “depression income.” 





Great theory! But does it work? 


It does! The character of replies 
proves how forcefully this appeal is 
striking home. They don’t ask just 
for the booklet—they want action! 
Some ask for figures, some include 
their dates of birth, some ask for the 
names of our local representatives 
and a few even asked us to enclose 
an application! 


No wonder Union Central agents 
are so enthusiastic about their com- 
pany’s new advertising campaign! 


The Charles B. Knight Agency, Inc. 


CHARLES B. KNIGHT, President 


WALTER E. BARTON, Vice-President 


PAUL S. RANCK, Sec’y-Treas. 


225 BROADWAY, NEW YORK CITY 


De UNION CENTRAL LIFE INSURANCE Corsepary 


CINCINNATI, OHTO 
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HEARD on the WAY 








Probably no more dramatic and im 
pressive half hour has passed in an in- 
surance convention than during th« 
scene in the recent annual meeting of 
the Association of Life 
sel when one man after another aros« 


Insurance Coun- 


and read a memorial of estimate and 


achievements of some member who had 


died during the year. There were ten 
deaths. The chairman of the memorial 
committee is Guy W. Cox. The feel- 


ing was tense as one man after another, 
introduced by Chairman Cox, arose and 
read the committee’s memorial to th« 
subject under review. Some of the me- 
morials were beautifully written, and as 
an example of their character the fol 
lowing is printed relative to the late 
Louis Danziger: 

“Louis Danziger, for many years as 
sociate counsel of the Massachusetts Mu- 
tual Life Insurance Co., and long a val- 
ued member of this association, died on 
January 7, 1933, after a bricf illness. 

“He was born on January 22, 1860, and 
his early life was spent in New York 
City. Imbued with a progressive pio 
necring spirit he went west and settled 
in Chicago and there studied law and 
became a member of the bar. He ass 
ciated himself with the Chicago Title ¢ 


Trust Co., and served that instituticn 
with efficiency and fidelity for sor 
years. The nature of his work naturally 


moulded his career into that of a 
cialist in real estate law. 

“In November, 1909, he was appointed to 
the legal staff of the Massachusetts Mu- 
tual Life and was placed in charge of 
that phase of its business dealing with 
mortgage investments, a position of much 
responsibility Through his long exp¢ 
rience and a facile and retentive mind 
he had acquired a knowledge of real- 
estate law which exceptionally well quali- 
fied him to deal with special matters 
His remarkable ability to learn and ri 
tain the laws relating to real-estate con 
veyancing of the many states in exami- 
nation of books or cases he could ad- 
vise out of the storehouse of his mind 
as to the law of any particular state with 
reference to a particular phase of that 
law and would cite cases to support his 
judgments. 

“Dignified of mien, stern of expression, 
and positive in his own opinions, never 
theless he was respectful of others and 
ready to retract if convinced of his error 

“He was of real service to this asso- 
ciation and its constituent membership 
Particularly was his exposition of th 
application of the Rule Against Perpetui 
ties to life insurance contracts presented 


to the association of interest and assis 
tanc His willingness to revise his opin 
ions is evidenced by the difference in th 
two views expressed by him in his di 
cussions of this important matter bef« 
the association on separate occasion 
“He was virile and active physicall 


and keen of mind even to the day of his 
death. He was versatile in many wav 


having a special knowledge of many 
things outside of his particular vocation 
Generous at heart he gave freely of his 
time in assisting many young peopl-, 


particularly with reference to the art of 
stenography, in which art he was notabl; 
versed 


“A kind and indulgent parent his fan 


ily life was happy. His departure left a 
void in the insurance company, with 
which for so many years he had been 


connected, difficult to fill and is a dis 
tinct loss to this association 

“It is therefore resolved that there be 
placed upon the records of the associa 
tion this tribute to a successful man and 
its regrets at having lost such a valu- 
able member, and that a copy of this 
resolution be sent to Mrs. Danziger and 
his family.” 


of the ten memorials read 


The subjects 


at the convention of the Association of 
Life Insurance Counsel were Francis B. 
Patton, Harry B. Arnold, Emanuel | 


Grossman, Edward M. Martin, Louis 
Danziger, Arthur I. Vorys, George 
Henry Smith, Howard Van _ Sinderen, with 


Walter F. See and George L. Williams. 

The George Smith memorial was read 
by Leroy A. Lincoln. They were life- 
time friends; and attended the Albany 
Law School at the same time. They saw 
much of each other as lawyers in Buf- 
falo. Mr. Smith was on the legal staff 
of the Metropolitan Life. 

Because of this long association and 
companionship Mr. Lincoln was much 
affected when he read the Smith me- 
morial. 


The New York Sun published the fol- 
lowing editorial about George T. Wight 
who recently retired as manager of the 
\ssociation of Life Insurance Presidents: 

“Since the founding of the Association 
of Life Insurance Presidents in 1907 it 
has had only three managers. The first 
was Grover Cleveland, to whom the in- 








TRIPLE INDEMNITY 
LIFE INSURANCE 


Weekly Accident Disability 


One Contract for One Premium 


General Agency contracts available at Bangor, Me.; Cincinnati, Ohio; 
Toledo, Ohio; Erie, Penna.; Harrisburg, Penna.; Altoona, Penna.; 
Williamsport, Penna.; and Detroit, Michigan. 

Inquire 
UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 
United Life Building 
Concord, New Hampshire 











surance world turned for guidance after — 
the scandals; the second was Robert L. 
Cox. The third, George T. Wight, who 
began his service under Mr. Cleveland 
twenty-five years ago, now announces 
his retirement because of poor health. 
He has been manager and chairman of 
the executive committee for fifteen years. 
No man could have devoted himself to 
this important place more completely 
than Mr. Wight, whose intelligence and 
industry will be missed by the 
ciation.” 


tional, E. E. Rhodes, vice-president of 
the Mutual Benefit, said: 

“Franklin D. Mead first came to my 
notice in 1910, when, while still an asso- 
ciate member, he submitted to the Ac- 
tuarial Society a paper relating to total 
and permanent disability. This was one 
of the earliest papers prepared by an 
American actuary dealing with the ac- 
tuarial basis for disability contracts. Its 
preparation involved considerable _ re- 

— search and it indicated the sphere which 

Asked by The Eastern Underwriter for Mr. Mead was to occupy as he ad- 
an estimate of the late Franklin D. vanced in years. He was never content 
Mead, vice-president of the Lincoln Na- to follow the beaten track. Independent 


asso- 











ANNOUNCEMENT 


In order that we may offer better facilities to all who give us 
the appreciated opportunity of serving them, we respectfully 


announce the completion of our fifty percent larger and 
more commodious quarters, with a considerably increased 


personnel. 


By all means come in and see us, socially if not otherwise. In 


any event, you will be welcome. 


We enter 1934 with energy and the emotions of optimism, 
enthusiasm and courage running high. 


May success attend your new year. 


RIEHLE AGENCY 
EQUITABLE LIFE 


Telephone Exchange: LAckawanna 4-4300 
11th Floor—Pennsylvania Building 
225 W. 34th Street, New York City 




















and untrammeled in thought and action, 
his career may be studied to advantage 
by the young men who are coming into 
the actuarial profession.” 

In delivering a lecture before the In- 
corporated Secretaries’ Association of 
London, Sir Joseph Burn, general man- 
ager of the Prudential Assurance Co. of 
London, said there were in existence on 
the lives of people in the United King- 
dom 84,000,000 policies on which more 
than £1,000,000 a weck is collected in 
premiums. 

' Uncle Francis 


ESTIMATE. 1933 PRODUCTION 


Will Be 87% of 1932, Sales Research 
Bureau Calculates; $23,000,000 a Day; 
Many Ahead in November 

Although the volume of new life in- 
surance for 1933 will probably be a bit 
under that for 1932, a steady upward 
trend during the later months of this 
year makes the picture encouraging, it is 
shown in figures of the Life Insurance 
Sales Research Bureau, which found that 
taking production for the first eleven 
months and estimating for December, a 
final figure of 87% of last year’s produc- 
tion seems likely for this year. 

Although the first quarter of 1933 
showed a production of only 74% of last 
year’s volume, November of this year 
was 97%, and five out of nine sections 
of the country were even or ahead of 
that month for 1932, these sections being 
New England, West North Central, East 
South Central, West South Central and 
Mountain. Over half of the seventy-nine 
companies contributing the figures show- 
ed a gain for the month over last year. 

An average volume of $23,000,000 of 
Ordinary life insurance was bought every 
day during 1933, the Bureau estimates. 





SIMON AGENTS HEAR CERF, SR. 





Change of Agents’ Attitude Toward 
the Business Over Past Decades 
Told by Veteran 

Speaking out of his long experience 
which runs back into the days when ‘he 
professional point of view in life insur- 
ance selling was little recognized, Louis 
Cerf, Sr., retired New York general 
agent, told members of the Lawrence FE. 
Simon agency, Massachusetts Mutual 
Life in New York, how the changing 
times have brought progress. He pointed 
out that in these days those agents who 
make life insurance only a means tor 
livelihood get nothing but their expenses 
out of it, whereas those who conduct the 
sale of life insurance as a profession or 
organized business are the ones who ac- 
complish greatly. 
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Insurance Frontier 
Wide, Says Stevenson 


AGENTS MUST ADJUST SELVES 
Few Grasp Complete Picture of What 
Contribution Insurance Can Make 
to Future; Talk in Boston 
The frontier of opportunity for life in- 
surance is still wide, John A. Stevenson, 
home office general agent for the Penn 
Mutual Life in Philadelphia, told the fif- 
tieth anniversary meeting of the Boston 
Association of Life Underwriters last 
week. Mr. Stevenson painted a promis- 
ing picture of the future for thos in 
the business who realize its possibilities 





JOHN A. STEVENSON 


and adjust themselves to the present day. 
Mr. Stevenson’s remarks in part ran: 

Attempts to explain the long duration 
of unfavorable business conditions usual- 
ly include the statement that, territori- 
ally, America has pushed beyond its last 
frontier. Pessimists in the business 
world would lead us to believe, too, that 
the frontiers of opportunity have been 
passed. It seems to me, however, that 
this point of view is held largely because 
we have extended our frontiers so far in 
every direction that we can’t see the 
paths which are being traveled and, 
therefore, can’t grasp the opportunities 
which lie ahead. 

I think it is doubtful if even most life 
insurance men and women grasp the 
true picture of the contribution that life 
insurance can make. 

A new book by H. A. Overstreet makes 
the statement that hitherto tools like in- 
surance have been greater than our 
power to utilize them. “If a lad is given 
a slide-rule,” he says, “he will have a 
lovely time making such measurements 
as he can, but the intricate uses of the 
rule will be beyond his immature mind. 
It has been so with these great social 
tools that we have thus far only partially 
put into use.” 

The author envisages a system of so- 
cial insurance which will remedy existing 
evils but for the moment I think we 
need be less concerned about the results 
of a system of social insurance than in 
socializing the types of insurance avail- 
able under the present system. 


“Bean Shooter” Attacks Are Unimportant 


In spite of “bean shooter” attacks on 
the safety of insurance, we all know that 
the volume of failures as measured 
against the whole amount in force is so 
small as to cast scarcely a perceptible 
shadow on what is an almost unbeliev- 
ably bright page in the history of the 
depression. ’ 

Assuming a total loss of assets and in- 
surance in force in these companies—and 
of course this is not going to be the case 
—there would be a loss in assets of less 





than 1.8% of assets of all legal reserve 
companies, affecting less than 2% of the 
total insurance of all companies. 

Just because we have a product which 
has stood firm during the financial dis- 
location does not mean, however, that we 
can stand by and not readjust our meth- 
ods of distribution to meet the changes 
which the economic upheaval has 
brought. As one salesman put it, in 1929 
we sold luxury insurance that was paid 
for with surplus dollars; today we are 
selling necessity insurance that must be 
paid for with sacrifice dollars. 


Holding an “If You Were Boss” Week 


I read the other day about a sales man- 
ager in another line of business who had 
an “If You Were the Boss” Week in his 
agency. During that week he asked his 
salesmen to outline the plans which they 
felt would help to increase the effective- 
ness of selling efforts. I may try the 
same plan in my own agency, for I be- 
lieve some of my men could at least sug- 
gest a better working program than they 
are following at the present time. 

The trouble is, I think, that lots of us 
don’t want to do all the things a master 
salesman will do in order to reach the 
top. 

Whether we like it or not we are faced 
with a realignment of purchasing power. 
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Every business must chart a new con- 
sumer map. 

In my own agency I begin to see in- 
dications of the realignment of purchas- 
ing power in the requests of salesmen 
who used to want the type of selling 
equipment, in the way of proposal forms, 
ete., which goes with $100,000 cases. Now 
they want the type of forms through 
which ten $10,000 proposals can be made 
up in the time it formerly took to work 
up the material for a $100,000 case. 

Must Lay Plans According to Changed 
Situation 

There is no question in my mind that 
the leveling process as it affects incomes 
is going to continue and we may as well 
lay our prospecting plans accordingly. 

The same situation is bound to affect 


our sales presentations today. We have 
entirely new conditions to meet, and it’s 
just as illogical for experienced life in- 
surance salesmen not to make specific 
plans for meeting the situations which 
today’s conditions present as it is illog- 
ical for a novice to try to “go it alone” 
in his selling without attempting to get 
the help that he can get from the experi- 
ences of those who have covered the 
ground before. 


HARE SPEAKS TO PHILA. C. L. U. 

William Y. Hare, of the Connecticut 
General, F. G. Pierce agency in Philadel- 
phia, addressed this month’s luncheon 
meeting of the Philadelphia C. L. U. 
Chapter, discussing details of making the 
approach. 





All year round 
LANDAU SERVICE 


arouses interest that 


leads to 


action! 


and 


helps you 


produce! 


During 1933 three specific plans 
brought 90% of our production. 


We pledge our renewed efforts to 


make these three plans mean more to 


YOU in 1934! 
A HAPPY and 


SUCCESSFUL 


NEW YEAR TO ALL! 


The LEO D. LANDAU Agency. 


THE GUARDIAN LIFE 


INSURANCE 


COMPANY OF AMERICA 


Sucle 1352 + 1440 Broaduny al 407 OF. N.Y. 
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Provident Mutual’s 
New N et Cost Seale 


IN RATE BOOK | SUPPLEMENT 





Illustrative Dividends Shown for 1934; 
Estimates on New Protector 
Policy 





The Provident Mutual has sent to its 
field force supplement to the company’s 
rate book giving new net cost schedules 
for 1934. The premium rates remain un- 
changed. The illustrative dividends 
shown are based on the dividend scale 
for 1934 and are estimates of future re- 
sults. A special supplement gives esti- 
mated net costs for the Provident Pro- 
tector Policy. As this policy is not three 
years old the net costs are contemplated 
rather than actual. 

In a previous letter to its agents the 
Provident Mutual said of its 1934 divi- 
dends: “The size of the dividend ad- 
justment can best be gauged by relating 
it to the net cost or the face amount of 
insurance. On the average the adjust- 
ment is slightly less than 742% of the 
net cost or $1.80 per thousand of insur- 
ance. Of course, the figures will vary 
considerably for different kinds, ages and 
durations.” 

ILLUSTRATIVE NET COSTS 
Tentative 1934 Basis ($10,000) 
Ordinary Life 


Policy 
Year 35 45 55 

Premium $228.90 $326.10 $507.90 
1 199.70 299.60 478.90 

5 195.80 293.30 464.30 

10 191.20 281.50 445.80 

15 184.70 267.60 429.30 

20 174.50 252.70 418.60 

20-Payment Life 

Premium 309.50 398.30 556.60 
1 280.50 372.10 528.20 

5 274.90 364.40 513.20 

10 267.80 351.00 495.10 

15 258.40 336.70 482.20 

20 246.20 325.10 480.00 

20-Year Endowment 

Premium 446.20 484.40 594.40 
1 417.80 458.70 566.20 

5 409.20 449.20 550.90 

10 397.70 434.10 533.20 

15 383.50 419.40 523.00 

20 368.00 411.60 522.60 


TWO WIDOWS TO TALK 





One Was Left Insurance; Other Wasn't; 
Feature of Oklahoma State Asso- 
ciation’s Sales Congress 

“New Deal in Life Insurance Selling” 
is the slogan for the annual sales con- 
gress of the Oklahoma Association of 
Life Insurance Underwriters, meeting 
January 27. Walter Cluff, author, and 
educational director of Kansas City Life, 
and George T. Carlin, educational di- 
rector, Conall Life ; Josh Lee, Univer- 
sity of Oklahoma, "and Commissioner 
Read will be among the speakers. 

As a special feature will be the intro- 
duction of two widows, one of whom 
was provided with life insurance, the 
other being left without any. Each will 
narrate experiences. 


TALKS IN ELMIRA 

George Bulkley, vice-president of th« 
Connecticut General Life Insurance Co 
of Hartford, spoke at a dinner meeting 
of agencies in the Southern Tier in the 
Langwell Hotel in Elmira last week end. 
Melville Shulties of the home office and 
Lemuel M. Rockwell, Elmira; George 
Markham, Olean; and Frederick Hudson, 
Binghamton, also were speakers at the 
dinner which marked the close of a two 
months’ contest between various agen- 
cies of the region. 


CONTINENTAL ASSURANCE 

The Continental Assurance is finishing 
the year with more insurance in force, 
larger assets and greater degree of liq- 
aidity than ever before in its history. 
President Behrens is optimistic about 
conditions. Cancelations are less than a 
year ago; so are rejections; and lapsa- 
tion record is improved. 
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$8- YEAR RECORD 
OF 

PROTECTION TO 

POLICY HOLDERS 


Throughout all the years—during every panic, every 
war and every epidemic down to the present hour—the 
New York Life Insurance Company has met every obliga- 
tion to its policyholders and beneficiaries; it is amply pre- 
pared to continue to do so throughout the life of every 


one of its insurance and annuity contracts. 


Since it started business in 1845, this Company has paid 
to policyholders and beneficiaries over $3,848,000,000. 


Over one billion dollars of this amount was in dividends. 


The stability of this strong mutual company has been 
particularly demonstrated during the past four years of 
business depression. In every one of these years, income 


has exceeded disbursements. 


During the first 9 months of 1933, the Company— 


Paid to policyholders and beneficiaries, 


over .... oo... ss... .$188,000,000.00 
Made new investments of over. . . .$ 46,000,000.00 


Increased its ledger assets—being excess 


of income over disbursements, over. . $ 43,000,000.00 


New York Life 


Insurance Company 
51 Madison Avenue 
New York, N. Y. 





HOME OFFICE BUILDING 




















A. G. Brenton, Metropolitan 
Publication Manager, Dies 


Albert G. Brenton, manager of the 
publication division of the Metropolitan 
Life, died Sunday in a hospital at Do- 
than, Ala., from injuries received in an 
automobile accident near Dothan on De- 
cember 20. 

Mr. Brenton left New York for a ya- 
cation trip on December 15 going first 
to his former home in Indiana, where he 
joined his mother and other relatives and 
started with them by automobile to 
spend the holidays at their winter home 
in Florida. The accident happened while 
they were en route. Other members of 
the party who were also confined to the 
hospital are expected to recover. 

Mr. Brenton, who was 45 years of ag 
had served continuously in the publica: 
tion division since his appointment in 
May, 1923. Previously he had had wide 
experience in printing ‘and new spaper and 
advertising work in Indianapolis, De- 
troit, Philadelphia and New York. His 
mother is the only immediate relative to 
survive him. Funeral services were held 
Wednesday in Oakland City, Ind. 


WOODING ROYAL UNION TRUSTEE 





Lincoln National Loan Officer to Assist 
Judge Bradley, Other Trustee, in 
Liquidating Assets 

J. Earle Wooding, loan officer of the 
Lincoln National Life, has been ap- 
pointed as one of the trustees to liqui- 
date the assets of the Royal Union Life 
of Des Moines, which was reinsured by 
the Lincoln National. The other trustee, 
appointed by the court, is Judge Bradley 
of LeMar, lowa, who received wide no- 
tice this year for his firm stand on the 
mortgage question against a group of 
Iowa farmers who started a riot. 

The two trustees will liquidate the as- 
sets of the Royal Union which have a 
book value of approximately $25,000,000. 
Both trustees will maintain offices in 
Des Moines. 

Many Iowa field men for the Royal 
Union Life were in Des Moines recently 
to discuss the matter of their going into 
the Lincoln National organization with 
a group of Lincoln National officials 
headed by Vice-President A. J. McAnd- 
less and Vice-President and Superintend- 
ent of Agents A. L. Dern. 





45 YEARS WITH CONN. MUTUAL 


Franklin H. Searle, assistant secretary 
of the Connecticut Mutual, com- 
pleted forty-five years of service with 
the company on December 26. He en- 
tered the home office as an office boy in 
1888 and had numerous promotions serv- 
ing in the actuarial, renewal and cashier’s 
departments before becoming head of the 
accounting department in 1913 which he 
still directs. In 1920 he was appointed 
assistant secretary. Mr. Searle has been 
active in the Life Office Management As- 
sociation serving on various committees. 


F, G. Idler Retires 


(Continued from Page 4) 


made an exhaustive study of coal and 
fuel oil. 
A Pleasant Future 


With good health and many hobbies 
he is now in a position to enjoy his re- 
tirement, as he is fond of golf, deep sea 
fishing and motoring, while photography 
has continued a lifetime pleasure. He is 
proud of his lawn and gardens, and is 
planning a trip to Florida. 

Mr. Idler lives in South Orange. His 
son, Irving G., is a member of the well- 
known New York City law firm of Men- 
ken, Ferguson & Hills. 

The new purchasing agent of the Pru- 
dential is J. Raymond Boyle, who has 
been Mr. Idler’s assistant and who has 
spent a quarter of a century with the 
Prudential. 
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N. Y. Agencies Make Good Showing 


Despite Difficult Year; Some Gain: 


Considering the unprecedented condi- 
tions confronting production forces of 
life insurance during 1933 due to the 
bank closing, moratorium on cash and 
surrender payments and the general 
business depression, the paid-for pro- 
duction of agencies in Greater New York 
for last year is regarded as a favorable 
showing under the circumstances al- 
though a majority of the offices reported 
decreases compared with 1932. 

The Actna Life agencies were com- 
bined during the year into the Luther- 
Keffer Agency at 100 William Street, 
which puts this combined office at the 
head of the list with $23,500,000 paid 
production. The C. E. De Long Agency, 
Mutual Benefit, was one of the offices 
to show a gain for the year, reporting 
$23,000,000. Several months ago this 
agency passed its last year’s production. 
The Julian S. Myrick Agency, Mutual 
Life of New York, reports $21,500,000; 
the J. Elliott Hall Agency, Penn Mutual, 
has an increase over the previous year 
with $19,300,000; the C. B. Knight 
Agency, Union Central, paid for $18,- 
500,000. 

Following are figures of some of the 
leading agencies: 


Luther-Keffer, Aetna Life .......... $23,500,000 
Cc. E. DeLong, Mutual Benefit...... 23,000,000 
Julian S. Myrick, Mutual Life...... 21,500,000 
J. Elliott Hall, Penn Mutual........ 19,300,000 
C. B. Knight, Union Central........ 18,500.000 
Keane-Patterson, Massachusetts Mut.. 14,000,000 
Philip Cunningham, Mutual Life..... 11,000,000 


Tunmore Agency Luncheon 
Celebrates Year’s Gains 


The John S. Tunmore agency of the 
Provident Mutual in New York celebrat- 
ed an excellent year’s production record 
at a luncheon at the Hotel Commodore 
on Wednesday. The agency not only 
exceeded the company’s quota for the 
year but passed last year’s production. 
The business was high in quality show- 
ing an average premium of more than 
$30 a thousand and an average policy 
of $7,000. Only about 8% of the volume 
was Term business. 

Attending the luncheon from the home 
office were Dr. Charles H. Willits, medi- 
cal director and Walter D. Cross, as- 
sistant manager of agencies. Mr. Tun- 
more presided and reviewed the work oi 
the agency during the year and dis- 
cussed plans for 1934. Among the speak- 
ers in addition to Dr. Willits and Mr. 
Cross were Arnold Dreyer, leading pro- 
ducer last month, Robert Culbert, and 
Borus Kliben. 

In his talk Assistant Manager of 
Agencies Cross suggested that agents set 
their own quota based on the amount 
of income they aim to achieve during 
next year. 

MANAGER AT JACKSONVILLE 

Charles L. Sykes has been appointed 
general agent at Jacksonville, Fla., for 
the Mutual Benefit Life as of January 1, 
following the resignation of M. G. Darby. 
Mr. Sykes was graduated from Hastings 
College in Nebraska and had a varied 
and successful business experience before 
entering the life insurance field in 1915. 
Within a few years he was ranked among 
the Mutual Benefit’s leading agents and 
in 1921 was appointed gencral agent at 
Oklahoma City in partnership with J. 
N. Dyer. In 1924 he was called to the 
home office as field service manager and 
since then has been engaged in super- 
visory work throughout the country and 
recently chiefly in the South. 


EQUITABLE’S BOSTON AGENCIES 

During November the Equitable’s six 
agencies in Boston paid for $1,950,256, 
a gain of 31% over the corresponding 
month of last year. A gain in paid pre- 
miums over November, 1932, totaled 
$17,457, approximately 25%. 








J. M. Fraser, Connecticut Mutual... 
R. G. Engelsman, Penn Mutual..... 
L. H. Andrews, Phoenix Mutual.... 
Harry Gardiner, John Hancock..... 
Recht & Kutcher, Northwestern Mut. 
W. G. Fitting, Equitable Society..... 
C. H. Kederich, New York Life..... 
Geo. A. Kederich, New York Life... 
Andrew Kakoyannis, Prudential..... 
Martin T. Ford, Equitable Society.. 
William L. Royall, New York Life.. 
Johnston & Collins, Travelers....... 
P. R. Garrison, Prudential.......... 
Allen & Schmidt, New Eng. Mut.... 
Clancy D. Connell, Provident Mut... 
H. F. Gray, Conn. Moataal..ccccess 
W. F. Atkinson, Northwestern Mut.. 
W. F. Beers, New Eng, Mutual..... 
Samuel Brandwein, Cont. Am....... 
H. L. Wofford, Prudential.......... 
Ben Hyde, Penn Mutual............ 
I. Tepper, Metropolitan Life........ 
.: a. SMR «5 cece weadkne-ce- 
F. W. Pennell, State Mutual........ 
H. L. Taylor, Mutual Life.... “ 
S. D. Warner, New Eng. Mutual... 
Sackerman & Lewis, Mass. Mutual... 
SE eerie eer eee 
Hancel-Lauer, Continental American. 
J. J. Gordon, Home Life........... 
Louis A, Cerf, Jr., Fidelity Mutual.. 
|. E. Flanigan, Bankers Life of Iowa 
Russell Simons, Home Life......... 
John Scott, Home Life.......cccessec 
R. L. Jones, State Mutual.......... 
*Not including annuities. 
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ON LITTLE ROCK C. OF C. BOARD 

Gordon H. Campbell, general agent of 
the Aetna Life at Little Rock, Ark., has 
been elected to the board of the Chamber 
of Commerce in that city. 


JOHN ANTRIM DEAD 
John Antrim, for twenty-four years 
general agent of The Life Insurance Co. 
of Virginia in Roanoke, died suddenly 
December 16. 


AGENCY’S EIGHT LEADERS 
Eight producers of the Ralph G. En- 
gelsman agency are among the fifty 
leaders of the Penn Mutual Life. 
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ESULTS are the measure of 
true worth - and on this basis, 
the “Planned Estate” type of pre- 
sentation in use by the Home Life 
of New York is an eminently suc 
cessful one. 
For instance, by the Standard Work 
Week formula, still a fair pattern 
by actual results of the normal kind, 
the average agent closes one $5000 
case in each 14 interviews. | 





Home Life men who are using the 
“Planned Estate” presentation are aver: 
aging, on these presentations, one case 
in each 4.5 charts presented-and the 
case average is $6500. 


The development of this very ef 


On Agency Matters Address: 
CECIL C. FULTON, JR. 
Superintendent of Agencies 


fective plan is but one of the many 
ways in which the agents and gen- 
eral agents of the Home Life have an 
unusual degree of help and cooper 
| ation from their company. 


HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK, N.Y. 


ETHELBERT IDE LOW 
Chairman of the Board 


JAMES A. FULTON 
President 
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AGE ano STABILITY 


continue to be the 
outstanding qualifications of 


UNION MUTUAL LIFE 
INSURANCE COMPANY 


Incorporated 1848 


PORTLAND, MAINE 
WINIAININININININ 


J. M. FRASER TALKS ON 1934 


John M. Fraser, general agent for the 
Connecticut Mutual in New York City, 
E. Diefendorf 
agency, Mutual Life in Brooklyn, last 
week on “Planning for 1934.” 
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CAREER OF GEORGE W. ALGER 

The career of George W. Alger, who 
has been named Moreland Commissioner 
to examine and investigate the manage- 
ment and affairs of the New York State 
Insurance Department with reference to 
the operation, conduct and management 
of the title and mortgage guarantce cor- 
porations under its supervision, is Of a 
nature to indicate that he will be a fair 
and capable investigator. 

A graduate of the University of Ver- 
mont and New York University Law 
School and senior partner in a law firm 
at 50 Broadway, he has had a wide range 
of interests in social fields. For instance, 
he drafted the present New York Em- 
Liability Act; was 
counsel with the late Joseph P. Cotton 
for the Wainwright Commission on In- 


ployers’ associate 


dustrial Accidents, which resulted in the 
first New York Workmen’s Compensa- 
tion Law; acted as counsel for the Lew- 
isohn Prison Investigation Commissioner, 
and was the Moreland Commissioner ap- 
pointed by Governor Smith to investi- 
gate prisons and the parole system of 
the state. He became chairman of the 
Cloak and Suit Commission and is now 
director of its code. He is a director 
and chairman of the board of the Henry 
Street settlement and is a member of 
the New York Child Labor Committee. 
MISGUIDED ECONOMY 

The Texas state board of insurance 
commissioners—that state has three in- 
surance commissioners—is considerably 
perturbed because the Texas legislature, 
which has been riding on a wave of 
economy, has decided that $3.50 per day 
state examiners. A 
newspaper, Texas Insurance, says: “Well, 
if the legislature is satisfied with $3.50 
examiners Texas will get $3.50 work. It 
to send a $3.50 ac- 
books of a 


is enough to pay 


looks a little silly 
countant to examine the 
$100,000,000 concern.” 

The incident is regarded, and should 
be regarded, throughout the Texas in- 


surance field as a misplaced gesture in 


economy as in the long run policyhold- 


ers will suffer by it 


\ DEBATE ON FEASIBILITY OF 
TRAINING BRITISH LIFE 
SALESMEN 


Few insurance talks made in Great 
attracted 


more attention than a talk on the feas- 


Britain in some years have 


lity of training in insurance salesman- 
lelivered before the Insurance So- 


ciety of Edinburgh by F. H. C. Tallack. 


ship « 


There was a discussion of the paper by 
representatives of six leading companies 
of Great Britain. 

The two main objections to the ideas 
advanced by Mr. Tallack of training were 
that the methods of salesmen would be- 
come standardized, and that they might 
develop high pressure methods, “such as 
are customary in America.” 

However, the general opinion of the 
meeting seemed to be that training in 
salesmanship was both feasible and de- 
sirable within with 
guards. Much was heard about sales- 
men being born and not made, but, says 


limits and safe- 


a commentator in The Review, a Lon- 
don paper, “the opinion on that really 
was to the effect that to produce a sales- 
man one must start with an individual 
possessing a certain quality or ability, 
but the possession of this natural ability 
is not as a general rule apparent, and 
one of the great difficulties experienced 
by every trained sales force is this initial 
difficulty of selection.” 

Continuing, The Review says: 

One of the speakers in this discussion 
emphasized this difficulty as applying to 
insurance when he remarked that man- 
agers had often sent young men “out- 
side” with very small hope that they 
would be successful, and had been aston- 
ished to find that they succeeded excel- 
lently. The fact that this statement was 
made apparently with the intention of 
supporting the view that salesmen are 
born, goes to show that there is really no 
disagreement on this point. The appar- 
ent disagreement arises simply because 
some folk, seeing the initial difficulty of 
selection, refuse to look past it, but take 
it to be conclusive, which assuredly it is 
not. That the difficulty is very real is 
admitted by everyone with any experi- 
ence, and it is proved as much by the 
unexpected “finds” as by the unexpected 
failures. We know, for example, of a 
salesman who has for years been earning 
a large income who, before coming to 
his present work, was a_ blacksmith’s 
mate. It is conceivable he might in time 
have reached his present position unas- 
sisted and untaught, but it is certain he 
would never have reached it so quickly 
and been so consistently successful if he 
had not been properly and_ sensibly 
trained. 

The weight of opinion of the meeting 
seemed, then, to be that training is feas- 
ible and desirable once this initial diffi- 
culty of selection is overcome. But no 
means have yet been found of overcom- 
ing it. Where no training is attempted 
the difficulty solves itself, as it were, by 
shipwreck. Men go outside and come to 
grief, so—it is argued—they are not suit- 
able for the work. But one of the argu- 
ments in favor of preliminary training, 
as we think Mr. Tallack stated in his 
paper, is that it enables the elimination 
of unsuitable material to be made by a 
less expensive and less drastic method. 
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Walter W. Head, president of the Gen- 
eral American Life, was a guest of that 
company’s St. Louis agents at a lunch- 
eon last week, the occasion being his 
fifty-sixth birthday. He was presented 
with ninety-five applications, all being 
dated as of that day. Much of this bus- 
iness was written on Missouri State Life 
policyholders who have also continued 
their old policies in force with the Gen- 
eral American since the Missouri State 
was taken over. Edmund Burke, St. 
Louis general agent for the company, 
was toastmaster at the luncheon. 

ok * ok 


Dr. William R. Ward, medical director 
of the Mutual Benefit Life, was among 
the principals in the cast of “Bethlehem,” 
a dramatized Christmas cantata which 
was presented in the auditorium of the 
Mutual Benefit in Newark last week by 
seventy-five members of the home office 
staff. The production was directed by 
James Philipson of the renewal depart- 
ment. Others in principal roles were 
Elsa Mayer, Corrine Tuohig, Edward 
Dougherty, Norman Davis and Henry 
Stranahan. 

* * * 


Paul L. Haid, president of the Insur- 
ance Executives Association, is spending 
the Christmas holidays with his son and 
other members of his family in Phoenix, 
Ariz. He is expected back in New York 
some time next week. 

* * * 


Guy Kornblum of Terre Haute, Ind., 
has accepted a position in the legal de- 
partment of the Standard Accident at 
Indianapolis. Mr. Kornblum is a gradu- 
ate of the Indiana University School of 
Law. 


How far that argument is to be admitted 
it would be very hard to say. The fact 
is that firms who train their men do 
have very many disappointments, but for 
various reasons, into which it is not feas- 
ible to go at the moment, it is not pos- 
sible to draw any reliable conclusions 
from this experience—except, of course, 
that the difficulty exists. Those who are 
most interested in sales training are con- 
stantly striving to find a way of over- 
coming it. 

The debate will be read on this side 
of the water with strictly academic in- 
terest. Here training has long since been 
accepted as not only feasible but essen- 
tial. It has not only put hundreds of 
millions of insurance on the books but 
has kept other hundreds of millions from 
lapsing. 


David Davidson, newly elected presj- 
dent of the Albany Field Club, most loy- 
al gander of the Empire State Pond of 
the Blue Goose and one of the most 
popular fieldmen in New York State, acts 
as state agent for all of the America 
Fore group, with jurisdiction over the 
northeastern part of this state. He 
started his insurance career with the Sun 
Insurance Office and later went with the 
London Assurance. His next connection 
was with the America Fore group as ex- 
aminer for New York State. He entered 
the New York field as special agent for 
the American Eagle and the First Amer- 
ican on August 1, 1926, and became state 
agent for all the companies in the group 
about two years ago. 

— ecw 

Pleasanton L. Conquest, Jr., solicitor 
for the Davenport agency in Richmond, 
has just published a collection of verses 
and prose written by him in recent 
years. The book, entitled “At Large,” 
was much in demand as a gift book for 
the Christmas season in his home town. 
Mr. Conquest has made quite a hit with- 
in the past year or two with a bit of 
verse which he contributes daily to a 
Richmond newspaper dealing with cur- 
rent happenings. He is one of the lead- 
ing producers for the agency with which 
he is connected. He turns over the 
verses at odd moments when he is not 
busy soliciting insurance. 

* * © 

John Wheeler, Tulsa attorney, has 
been authorized by Governor Murray to 
bring suit against all fraternal insurance 
companies operating in Oklahoma for 
back taxes. Wheeler was directed “to 
collect taxes due from so-called fra- 
ternal insurance companies which have 
not only at times engaged in fraternal 
insurance exempt from taxes, but have 
dealt in duplications in the old line and 
regular insurance business of the public.” 

* * 

C. W. Higley, president of the Han- 
over Fire, together with Mrs. Higley and 
their daughter, spent the Christmas holi- 
days in Los Angeles with their son, who 
is publicity manager for one of the large 
motion picture concerns. 

x * * 

George B. Van Arsdall, Equitable Life 
Assurance Society, was the principal 
speaker at the last dinner meeting of 
the Indianapolis chapter of Chartered 
Life Underwriters. He declared the 
public needs life insurance more today 
than ever before. 

* * * 

Irving Whipple, local agent at Georgia- 
ville, R. I., sponsors a series of contests 
each year among the fire companies of 
the town and donates a silver cup to the 
winner. He has formulated a set of 
rules under which these contests are to 
be run that are made to fit the special 
requirements of his town. “News From 
Home,” publication of the Home of New 
York companies, contains a story about 
this unusual form of agency advertising 
by Mr. Whipple. 

* 


M. C. Ledden, junior accountant for 
the Lincoln National Life for the past 
three years, has been named chief ac- 
countant of the company. He will work 
under E. C. Wightman. Mr. Ledden is 
a native of Vermont and formerly was 
associated with the National Life of Ver- 
mont for a period of ten years in actua- 
rial and accounting work. He went to 
Fort Wayne March 1, 1930. 

x * * 


W. J. Traynor, assistant publicity di- 
rector of the North British & Mercantile, 
became the father of his second child, a 
boy, two weeks ago. 

x * * 

Carl W. Ginz, insurance agent, South 
Bend, Ind., has been elected president 
of the South Bend Community Fund for 
1934. He has served during the past 
year as vice-president. 
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Blizzard in Hartford 
A blizzard in Hartford on Tuesday of 
this week caused an exodus from the 
companies, few being at their desks on 
Tuesday afternoon. 
. . » 


Ignore Steuer Editorially 

Max Steuer’s entry into the mortgage 
supervisory situation, saying that his 
heart was bleeding for the certificate 
owners and that he would serve them 
for nothing in an investigation, was so 
coldly received by New York daily pa- 
pers that it went almost without edi- 
torial comment. Steuer is the leading 
criminal lawyer of New York. His fee 
is reputed at $1,000 a day. The attitude 
of the daily papers was in marked con- 
trast to that characterizing their com- 
ments upon the entrance of Samuel Un- 
termyer into the rent investigation some 
years ago. Untermyer is trying now to 
butt into the mortgage situation as a 
pro bono publico, but he has lost con- 
siderable prestige of late, especially in 
the recent municipal election. 

* “2 © 


The Late C. T. Dietrick 

A man who lived what would ordinar- 
ily be two business lifetimes in fire in- 
surance, and was glad that he did, as 
was everyone else who had any contact 
with him, died in Columbus, O., on 
Christmas Day at the age of 80. This 
was C. T. Dietrick, who had retired as 
state agent of the Home and who had 
been an observer of insurance events 
for somewhat more than half a century. 
Mr. Dietrick, who left a son and two 
daughters, was living at the time of his 
death with one of his daughters, Mrs. 
Harvey McCauley. He had been in bed 
several weeks and succumbed to a heart 
attack. John A. Campbell, vice-presi- 
dent of the Home, who attended the 
funeral this week, had called on Mr. 
Dietrick only a few weeks ago and 
found him as entertaining with his remi- 
niscences as ever. 

One of the most remarkable things 
about Mr. Dietrick was his memory. 
Over a stretch of many decades he could 
recall not only incidents vividly but was 
accurate in remembering initials and 
names. Never holding a public position, 
he often exerted a quite potent influence 
in matters having a political bearing, not 
only because of his personality but be- 
cause of his wide acquaintance which in- 
cluded a number of men who went into 
public office. Held in highest esteem 
by confreres his death is a real loss. His 
was one of those steady, reliable, helpful, 
extended careers which are sometimes 
found in American business life. 

Mr. Dietrick’s father, who had repre- 
sented the Home for some years, was a 
local insurance agent in Defiance, O., the 
agency, by the way, still being conduct- 
ed in the name of the Dietrick family 
and still has the Home. His early fire 
insurance training was in that agency 
from where he went to the Home as spe- 
cial agent. Some time after he became 
State agent. 

In the passing years Mr. Dietrick held 
various positions in the different field 




















clubs of Ohio and at one time was pres- 
ident of the Fire Underwriters Associa- 


tion of the Northwest. A tragedy in the 
family some years ago was the death of 
one of his sons in an automobile accident 
in Florida. 

When Mr. Dietrick retired as_ state 
agent of the Home he was guest of hon- 
or at the Lotus Club in this city at a 
dinner attended by many of the officers 
of the Home and some of the directors. 
One feature of the dinner was Mr. Diet- 
rick’s enlivening reminiscences. Natur- 
ally, the Home was very dear to him. 
Through decade after decade he had 
watched the company progress and in 
Ohio had considerable to do with that 
progress. Officers of the Home, on the 
other hand, were fond of Mr. Dietrick, 
a most pleasant relationship all around. 


. + «+ 


Significance of Fining Companies in 
Organizations 


One of the most cheerful aspects of 
the situation among the leading fire 
groups is an undoubtedly earnest effort 
to clean house and make violations un- 
popular. The recent fining of a dozen 
companies by the automobile conference 
is a straw showing which way the wind 
is blowing. The best consensus of 
thought in the business is that criticized 
practices should be corrected from inside 
and not from outside of the business. 

* * * 


Christmas Parties 


One of the most attractive of the 
Christmas parties each year is the din- 
ner dance of the Life Insurance Sales 
Research Bureau of Hartford. It is at- 
tended by many executives of companies 
which are members of this Bureau and 
by the staff of the Bureau. There are 
few organizations in the business which 
can match it in esprit de corps. The en- 
tertainment also includes some Gridiron 
stunts, as the Bureau has never been 
lacking in talent which can whip togeth- 
er a good show. John Marshall Hol- 
combe is manager of the Bureau and 
Elizabeth C. Stevens is secretary. Be- 
fore attending the affair many of the 
executives went to a party at the home 
of Phil Hewes, editor of the Managers 
Magazine, issued monthly by the Bureau. 

One of the enjoyable parties in New 
York which drew many insurance men 
and their wives was given by Nora Vin- 
cent Paull, vice-president of The Nation- 
al Underwriter, and Miss Dorothy Paull, 
also with that organization. It was held 
on Christmas Eve. 

* * + 


Kisskalt and Ulrich Head Law 
Committees 


Dr. Wilhelm Kisskalt, general mana- 
ger of the Munich Reinsurance Co., has 
been appointed head of the ninth com- 
mittee of the newly created Academy of 
German Law, which committee will deal 
with corporation law. Dr. Hans Ulrich, 
director general of the Gothaer, heads 
the eleventh committee, which will han- 
dle insurance law. The German corpo- 
ration law is destined to be entirely over- 


hauled, placing personal responsibility 
again in the foreground. . This. will 
chiefly apply to interlocking directorates. 

It will be recalled that Dr. Kurt 
Schmitt, former director general of the 
Allianz, is now Minister of Economics of 
Germany. 

* * x 


Indian Insurance Journal Changes 
Hands 

B. Biswas has retired from the Indian 
Insurance Journal, which he established 
in 1925 in Calcutta. Ill health is the 
reason. The new managing editor is N. 
M. Guha. K. Bhattacharjee is his as- 
sistant. In retiring Mr. Biswas said: 

“T would like to refer in passing to 
the deprecatory, sometimes inimical atti- 
tude assumed towards non-Indian com- 
panies. The Indian Insurance Journal 
does not yield to anyone in its devotion 
to the cause of the Indian companies. 
But the services rendered by the non- 
Indian companies working in India to 
the cause of the insurance business can- 
not be ignored or forgotten. Moreover, 
it cannot be too much emphasized that 
insurance companies do not exploit the 
public. Rather the service they render 
is invaluable.” 

* * * 
Would Have Government Issue a 
Financial Prospectus 

Despite his many activities—editorship 
of the United States News, syndicate 
column writing, occasional radio appear- 
ances, much lecturing and other speak- 
ing, David Lawrence of Washington is 
one of the most worth while writers to 
read. Here is one of his comment arti- 
cles on the back page of the current 
issue of The United States News: 

“Possessors of money have a sensitive- 
ness about losing it which is not a the- 
ory but a fact. There is no law to com- 
pel people to invest in government bonds 
or anything else. We can tax people’s 
wealth up to a certain point but the Con- 
stitution forbids confiscation. 

“So whatever policy the povernment 
pursues must be based on the idea of 
carrying conviction to the investor, 
namely, that if he lets the government 
have his money the same will be re- 
turned and interest paid currently. The 
requirements of a proper relationship 
between borrower and lender are not 


any different when government credit 
is involved than in private finance. In- 
deed, the Treasury should be encour- 


aged to enter into the spirit of the se- 
curities act which another branch of the 
government is secking to enforce upon 
private bankers. 

“One of the requirements of that law 
is that no misleading statements shall be 
made, that all the facts and figures 
should be frankly. disclosed by the bor- 
rowing company and that no contracts of 
a contingent character shall be made 
without disclosing their full import to the 
people who read the prospectus on which 
the securities are sold. 

“What the government of the United 
States ought to issue is a financial 
prospectus. Has anybody ever seen a 
balance shect of our government? We 
sce annual operating statements but we 
have never seen an official balance sheet. 
None has ever been officially compiled. 
The time has come to tell the public 
what property Uncle Sam owns, what 
is the value of his resources, what are 
the contingent liabilities and what are 
the chances of realizing on R.F.C. loans 
made as well as the possibilities of an- 
nual revenue exceeding expenses.” 

* * x 


Insurance Offices Open New London 
Buying Center 

British Industries House, which has 
been opened by important insurance in- 
terests as a buying center for British 
goods in London, had a fine inaugural. 
The guests were received by H. M. 
Trouncer, well- known actuary of the 
London Life, who is chairman of the 
enterprise; Lord Elgin, president of the 
Scottish National Development Council; 
Sir Francis Goodenough, president of the 
Incorporated Sales Managers’ Associa- 


tion; and Sir Felix Pole, member of the 


Colonial Development Advisory Com- 
mittee. 
“The board of British Industries 


House,” declared Mr. Trouncer in his in- 
augural address, “is convinced that the 
establishment of a trade buying center 
for retailers and manufacturers will be 
of real value to industry. The fact that 
the Buyers’ Association of Great Britain 
has already established its headquarters 
in the new premises is an indication that 
the buyers of the United Kingdom, 
through their official organization, are 
aware of the importance of creating a 
central buying depot. Our board is in- 
viting the co-operation of all the appro- 
priate organizations in all industries and 
of the chambers of commerce and trade 
in making the scheme known to their 
members. 

“Personally, I represent the six insur- 
ance companies who are behind the 
scheme, and I am proud to take a part in 
what I believe is one of the first specific 
efforts by insurance to assist British in- 
dustry.” 

Lord Elgin emphasized the value of 
personal contact between buyers and 
manufacturers. The house, he said, 
would be a permanent center for carry- 
ing on the work that the British Indus- 
tries Fair does for a short time each 
year. 

Sir Francis Goodenough said the house 
would provide for the retailer and the 
manufacturer the same kind of facilities 
that the big stores provide for the house- 
wife. 

i 


French Reinsurance Company 
Enters England 


The latest entrant to the London re- 
insurance market is La Preservatrice- 
Accidents, old-established French acci- 
dent office. Its representatives in Eng- 
land are Muir, Reddall & Co., Ltd. The 
company was founded in 1864 and will 
write fire as well as accident reinsurance. 

» 


Italian Government Forbids 100% 


Reinsurance 

The Italian ministry of corporations 
has recently addressed a letter to all in- 
surance companies in that country pro- 
hibiting 100% reinsurance of insurance 
contracts in other companies, as_ being 
against the spirit of insurance and re- 
ducing the insurance company to the po- 
sition of an agent. Where such reinsur- 
ance is placed outside Italy it is also con- 
trary to existing law. Such a transac- 
tion shows a weakness of the company 
handling the business. If a company 
cannot retain at least a part of the risk 
it should not handle it at all. For spe- 
cial cases a special authorization may be 
applied for. 

* * x 
Gyp Photographers 

Among the most contemptible set of 
petty grafters in lower New York are 
some of the photograph galleries which 
charge what the traffic will bear and 
seem to be exempt from police inter- 
ference on the “buyer beware” theory. 
Thus, people seeking small pictures for 
passport purposes, which formerly were 
taken for twenty-five cents to half a 
dollar for six pictures, and which are 
finished inside of fifteen minutes, now 
are asked to pay $3.50. The sandwich 
men advertising these photographers do 
not advertise the prices 

On lower Broadway and South of Wall 
Street a frequent sight on the street is 
some poorly dressed man or woman 
complaining to a policeman about being 
“held up” on these passport pictures 
They had made the mistake of not ask- 
ing the price before the picture was 
taken. The policeman is powerless to 
kelp the victim. 

* 4 * 

Change of Address Costs a Franc 

A recent issue of “La Semaine” of 
Paris, one of the leading insurance 
monthlies of France, contains the fol- 
lowing notice: “Priere de joindre la 
somme de une franc pour tous change- 
ment d’adresse,” meaning, “Please do not 
fail to include one frane with every no- 
tice of change of address.” Evidently 
this is to pay for the clerical labor such 
changes cause at the office of the paper. 
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Local Agents File 
Code in Washington 


HOLD FURTHER DELAY USELESS 


Opposition to N.R.A. Control of Insur- 
ance Practices Sure to Be Offered 
by Companies 


Believing that little worthwhile 
interests of local agents may be expected 
conferences 


in the 
from the series of 
between representatives of fire, 
companies with respect to 


present 
marine 
and casualty 
furthering self-regulation of the insur- 
ance business, the National Association 
of Insurance Agents this week filed with 
the National Recovery Administration its 
proposed code of fair competition and 
trade practice for the production sub- 
division of the insurance industry. Sec- 
retary-Counsel Walter H. Bennett went 
to Washington on Wednesday with the 
code which was originally drafted at the 
agents’ convention in Chicago in Oc- 
tober and later revised in New York by 
the National Association code committee 
to meet some of the objections offered 
by the companies. 

At the joint conference on October 25 
representatives of the companies main- 
tained the position that any code sub- 
mitted by the agents should pertain to 
the activities of producers and should 
not attempt to limit or control the ac- 
tivities of the companies. 


No Date for Hearing on Code Fixed 


It is not expected that a hearing on 
this proposed code of the ag a. will be 
held for several weeks and the National 
Association itself is not at all certain 
that the code will be accepted by the 
N.R.A. without numerous changes. In 
fact the code may be withdrawn if an 
understanding with the companies is 
reached later. The code was filed by 
Mr. Bennett after consultation with 
other officers of the association as a 
step in a movement to secure for agents 
relief from numerous alleged unfair com- 
petitive practices. It will be recalled 


that the agents at their Chicago con- 
vention by an overwhelming vote deliv- 
ered a mandate to the executive com- 


mittee to formulate a code of fair com- 
petition and file it in Washington. 

Actual filing was delayed for nine 
weeks in order to allow the companies 
and agents time to see whether the main 
objectives sought could not be obtained 
without recourse to government aid. 
However, the statement issued by the 
companies’ committee last week, and 
published in these columns, convinced 
the agents’ officers that many additional 
weeks would pass before any real co- 
operation could be secured and they did 
not feel they had the right to wait 
longer in face of demands from members 
of the association in all parts of the 
country to file the code. 

Opposition to the agents’ move is cer- 
tain to come from company sources and 
probably from some of the brokers’ or- 
ganizations. The National Board of Fire 
Underwriters feels that state govern- 
ments have control over the matters con- 
tained in the fair competition section of 
the agents’ code and that the federal 
government has no right to assume jur- 
isdiction. It is all right for the N.R.A 
to insist upon codes of fair competition 
for industries not under state regulation, 
the companies say, but this does not ap- 
ply to the insurance business. Not only 
are the companies opposed in principle 
to federal control of insurance practices 
but they object specifically to numerous 
provisions in the agents’ code. 

The fire, marine and casualty compa- 
nies have all filed N.R.A. codes in Wash- 
ington but these deal only with minimum 
wages and maximum hours of labor. The 
agents likewise filed such a code in Sep- 


tember and the more extensive code filed 


this week is a substitute for the other. 
If the N.R.A. should rule that there 
must be only one code for the entire 


insurance business or that the companies 
must add a section on fair practices to 
their codes then only will the companies 
seek federal relief for some of their 
serious problems. 

Cole’s Views on Code 


With respect to the agents’ attitude, 
E. J. Cole of Fall River, Mass., chair- 
man of the National Association’s ex- 
ecutive committee, in a recent commu- 
nication expressed these views: 

“During the hearing on the code for 
real estate brokers, prepared by the Na- 
tional Association of Real Estate Boards, 
it was established that the local real 
estate boards where they are truly rep- 
resentative, must be allowed to regulate 
their own affairs, subject to the general 
control of the Administration and that 
there must not be any interference with 
the established rates of commissions. 

“These observations in one form or 
another are constantly being reiterated 
and such viewpoints I believe are coming 
to be accepted in good faith—that the 
Government is trying to preserve busi- 
ness rather than to destroy it. 

“IT am unable to follow the theories 
and fears of those within our business 
that there are sinister purposes or ul- 
terior motives behind the doctrines out- 
lined by the codes which the Govern- 
ment insists shall be established. 

“My attention was called a day or two 


ago to a code which was filed by some 
trade association in which it was ex- 
pressly stipulated when filing the code 


that the trade association reserved its 
right to withdraw the code during the 
hearings if the association desired. I am 
wondering whether perhaps this trade 
association has a problem similar to ours 
and whether the stipulation was made in 
the belief that during the hearings, per- 
haps an understanding between the in- 
terests involved might be reached and if 
so the code presented might be with- 
drawn and another substituted, to which 
all the parties at interest could agree. 

“If we file our code, could it not be 
presented under similar conditions ?” 

Text of Section on Unfair Practices 

Article 7 of the agents’ proposed code 
is that which seeks to eliminate unfair 
methods of competition and which has 
aroused the opposition of companies and 
to some extent the hostility of many 
brokers and even some agents. The full 
text of this section follows: 

“To effectuate the purpose of Title I of the 
National Industrial Recovery Act, the following 
among other things are declared to be unfair 
methods of competition and unfair trade prac- 
tices in the production subdivision of the in- 
surance industry: 

“(1) Rate cutting, rate differentials, or the 
selling, negotiating or effecting any kind of in- 
surance mentioned in Article I of this Code, 
at any other price than that established by the 
constituted rating authority for the jurisdiction 
in which the property or risk is located, because 
all rates (the price paid by the public) to be 
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G. & R. Continuing Work 
On Rehabilitation Plans 


No further news with respect to the 
rehabilitation of the Globe & Rutgers 
under the arrangement approved by the 
Reconstruction Finance Corporation de- 
veloped this week. The company is 
working out the details of the plan for 
getting creditors to accept $3,500,000 in 
junior preferred stock in partial settle- 
ment of return premium and loss claims 
as a prerequisite to securing the R.F.C. 
loan for a like amount on the security 
of senior preferred stock. Those close 
to the G. & R. expect that a full state- 
ment of the company’s financial plan will 
be presented not later than January 15 
and probably before that date. 

At present the assets of the G. & R. 
include several million dollars in cash. 
Obligations of the company are estimat- 
ed in the neighborhood of $9,000,000 and 
it is presumed that the small creditors 
will be paid off in cash in full when, as 
and if the company is permitted to re- 
sume active underwriting operations. 
Large creditors will probably be paid 
partly in cash and partly in preferred 
stock. Meetings of the directors and 
stockholders will have to be held later 
to pass on the proposals now being for- 
mulated and then a request will be made 
to the New York Supreme Court to have 
the company removed from control of 
the New York Insurance Department. It 
may be two or three months before the 
affairs of the company are in condition 
to permit such a request. 





HEADS BROOKLYN BROKERS 

Jacob L. Schneider was elected presi- 
dent of the Brooklyn Insurance Brokers 
Association at a meeting held Wednes- 
dav at the Hotel Bossert. He succeeds 
Harry G. Ellis, Jr. Other officers elected 
were: vice-president, H. Lester Heistad; 


secretary, Mr. Ellis; treasurer, Herbert 
Marker; executive committee, Charles 
Kkeppa, Mortimer L. Nathanson, Victor 


\. Gauthier, Sylvester P. Eiseman and 


Bernhard Stern. 








Head Office: 


J. A. Kesey, President 
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| J. C. Evans Geieg With 
Great American Jan. 2 


John C. Evans, who resigned re- 
| cently as a secretary of the Home of 
New York where he had charge of 
Southern business, will join the Great 
American on January 2. No announce- 
ment has been made yet with respect 
| to the exact nature of his new duties. 


| 
| 
| 





ADJUSTMENT BUREAU CHANGES 


James J. McDevitt Being Transferred to 
Boston to Assist E. F. Rath; Cairns 
in Charge at Worcester 
Several changes in the arrangement of 
the New England staff of the Eastern 
department of the Fire Companies’ Ad- 
justment Bureau become effective Janu- 
ary 1. James J. McDevitt, branch man- 
aver at Worcester, is going to Boston 
where he will assist Edward F. Rath, 
district superintendent, throughout the 
territory covered by Boston, Worcester, 
Providence, Manchester, New Bedford 
and Haverhill offices. Mr. McDevitt will 
have the title of general adjuster. The 
services of either Mr. Rath or Mr. Mc- 
Devitt will be available for personal at- 
tention on important losses in their field. 

Clinton W. Elwell will remain as 
branch manager at the Boston office 
where he has been rendering fine serv- 
ice. Alan A. Cairns will be in charge 
of the Worcester office as resident ad- 
juster. He was formerly special agent 
of the Glens Falls in Massachusetts and 
joined the Fire Companies’ Adjustment 
3ureau early last year when he was ap- 
pointed senior adjuster at the Worcester 
office. 

Mr. McDevitt went with the General 
Adjustment Bureau at the Boston office 
in 1920. He resigned three years later 
to become New England special agent 
of the Milwaukee Mechanics, but re- 
turned to the Bureau in 1926 as an ad- 
juster at Boston. When the Worcester 
office was opened he was assigned to 
take charge there. 


MUST JOIN ALL OR NONE 


Action Taken by Ounadion Fire Under- 
writers Association About Member- 
ship in Organizations 

At the recent semi-annual meeting of 
the Canadian Fire Underwriters Asso- 
ciation it was voted that those compa- 
nies which did not by March 1, 193, 
become members of every -other tariff 
association in Canada, governing the va- 
rious businesses which they transact, 
would automatically cease to be members 


of the C.F.U.A. 


AMERICA FORE DIVIDENDS | 
The boards of directors of the Conti- 
nental and the Fidelity-Phenix of the 
America Fore group on December 21 de- 
clared, in the case of each company, a 
semi-annual dividend of 60 cents a share, 
payable January 10 to stockholders of 
record December 30. 
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Farm Merit Rating 
Survey Completed 


INCREASE NEEDED 
Survey of 114 Farms Is Made in Wis- 
consin; Mortensen to Give Deci- 
sion in a Few Weeks 


229, RATE 


A survey of 114 Wisconsin farms on 
which the merit rating system proposed 
for the state has been applied, has been 
submitted to the Wisconsin Insurance 
Department. Some time ago Insurance 
Commissioner H. J. Mortensen and 
Charles M. Park, chief rater for the de- 
partment, themselves conducted a survey 
of a large number of farms in the Madi- 
son area, applying the merit rating plan 
and studying effects which its applica- 
tion would have. 

The report on the 114 farm risks in 
the state surveyed by field representa- 
tives of the Fire Insurance Rating Bu- 
reau has now been sent in giving addi- 
tional data. It indicates that the merit 
rating system would call for a 21.7% 
general increase in rates; that the great- 
est increase of any one class under this 
plan would be on auxiliary buildings of 
the farm, the amount being 28%; that 
dwellings would receive an increase of 
19%; and barns 10%, while the rate on 
silos would be decreased 3% 

When insurance companies asked to 
have the merit rating system established 
for farm risks in Wisconsin they esti- 
— that it would result in an increase 

between 20 to 25% in rates. Com- 
missioner Mortensen made no comment 
on the report submitted but said that it 
would be given thorough consideration 
by the Department before a decision is 
given, and it is expected that his de- 
cision will be handed down in two or 
three weeks. 

Should the merit rating system be ap- 
plied to farm risks in Wisconsin, appli- 
cations for its extension in other states 
may follow. 

Brokers Get to March 31 
To File Balance Data 

Insurance brokers in New York state 
were this week granted three more 
months by Insurance Superintendent 
George S. Van Schaick in which to file 
the supplemental information requested 
with respect to balances and premium 
income. Originally the data was to be 
supplied by January 1 with the requests 
ior renewals of licenses. In extending 
the time limit to March 31, 1934, the Su- 
perintendent issued a statement in which 
he said in part: 

“Any broker who wishes to take advantage 
of this extension should make certain that his 
main application for a renewal certificate of 
authority is on file with the department by 
January 1, 1934, and that his fee is paid in 
order that his 1933 license may continue in full 
effect. This is because 


force and necessary 


a new certificate of authority will not be is- 
sued to a broker until his supplemental state- 
ment is filed and approved. By submitting his 
regular application and 
the end of the year he may 


paying his fee betore 
continue to do 
business uninterruptedly during the next three 
months under his 1933 certificate of authority.’ 
JOHN J. ROE, JR, ENGAGED 

Miss Olga Mildred Vreeland, daughter 
of Mr. and Mrs. Walter J. Vreeland of 
Brooklyn, and John J. Roe, Jr., son of 
Mr. and Mrs. John J. Roe of Patchogue, 
Long Island, are engaged to be married. 
Mr. Roe, Jr., is associated with his father 
in a well-known local agency, is president 
of the Suffolk County Insurance Agents 
\ssociation .and secretary of the New 
York Suburban Insurance Agents’ Asso- 
ciation. 








FREDERIC H. SABIN DIES 


Secretary of North British Group For 
Last Eight Years With. Headquar- 
ters in New York City 

Frederic Hosmer Sabin, secretary of 
the North British & Mercantile group, 
died on Christmas Day at his home in 
Ridgewood, N. J., after a short illness. 
The body was taken to Chicago on 
Wednesday for interment there in Oak- 
wood Cemetery. Mr. Sabin came _ to 
New York from Detroit in 1925 to be- 
come secretary and since then acted as 
an executive assistant with numerous du- 
ties. He was 58 years of age. 

3orn in 1875 in Marine Mills, Minn., 
Mr. Sabin received his early training in 
the local schools and then attended Ham- 
line University in St. Paul. After grad- 
uation he entered the insurance business. 
At the time of his death, besides being 
a secretary of the North British & Mer- 
cantile group, he was also a director of 
Homeland of America and of the Un- 
derwriters Salvage Co. of Chicago. 

Mr. Sabin was with the North British 
& Mercantile group more than twenty 
years, starting as a special agent with 
the Central department of the Common- 
wealth of New York in 1913. In Janu- 
ary, 1917, he came to New York as as- 
sistant general agent in the Central de- 
partment. In September, 1919, he went 
to Chicago as assistant manager of the 
Western department of the Pennsylvania 
Fire. He was transferred to Detroit in 
April, 1922, as vice-president of the In- 
ter-State Fire. In October, 1925, he was 
brought back to the home office in New 
York and made secretary. 


Mr. Sabin is survived by his widow, 


Mrs. Elizabeth Eddy Sabin; a daughter, 
Mrs. Elizabeth S. MacAleer; a_ son, 


Mrs. 


and his mother, 


Frederic H., Jr., 
i Wis. 


S. Sabin of Oshkosh, 





Dunham Approves Use 


Of Convention Valuations 


Insurance Commissioner Howard P. 
Dunham of Connecticut has announced 
that his state will adhere to the resolu- 
tions adopted by the National Conven- 
tion of Insurance Commissioners with 
respect to the valuations of securities 
for insurance company annual state- 
ments. Commissioner Dunham supports 
the principle of uniformity in the filing 
of reports and points out that the con- 
vention formula was adopted to “pre- 
vent any misrepresentation for competi- 
tive purposes of comparative financial 
conditions among different insurance 
companies.” 





VAN SCHAICK ON VALUATIONS 

Insurance Superintendent George S. 
Van Schaick sent instructions Wednes- 
day to all companies operating in New 
York regarding the valuation of securi- 
ties in annual statements as of Decem- 
ber 31. He also made public a schedule 
of bond rating for amortization. 





LEGION MEMORIAL SQUARE 


Through the activity of the Insurance 
Post of the American Legion the plot of 
ground at the intersection of Maiden 
Lane and Liberty Streets, near the 
America Fore and Great American 
buildings, has been named Legion Me- 
morial Square. The name was given in 
a resolution passed by the Board of 
Aldermen of New York on December 
12. Credit for the idea goes to Major 
G. H. Lamm of the Schnebbe Fire Pro- 
tection Engineering Corp., who is a 
member of the post. A committce is 
being formed to see that the Square is 
properly dedicated. 


iin Is Host to 150 
At Christmas Luncheon 


Ernest Sturm, chairman of the boards 
of the companies in the America Fore 
group, entertained about 150 officers and 
department heads of these companies at 
a luncheon at the home office in New 
York last Saturday. At each guest’s 
place was a black leather pocket case, 
individually initialed in gold. These had 
been secured by Mr. Sturm at the Chi- 
cago Exposition. Also at each place was 
Mr. Sturm’s attractive Christmas card, 
illustrated with scenes in Italy photo- 
graphed by the chairman. After the 
luncheon President Bernard M. Culver, 
on behalf of the officers, presented Mr. 
Sturm with a beautiful silver beverage 
set. The latter, after acknowledging the 
gift, described his trip to Italy with Mrs. 
Sturm last summer and closed his talk 
by thanking the staff for their co-opera- 
tion this past year. Chairman Sturm 
also presented Vernon Hall, vice-presi- 
dent in charge of fire claims, with a gold 
watch fob in recognition of twenty-five 
years’ service with the America Fore 
group. 


TRAVELERS FIRE DIVIDEND 

The Travelers Fire has voted a divi- 
dend of $4 a share. This is the initial 
dividend of the fire company which was 
formed in 1924 by the parent company 
in the group, the Travelers. 


Fire Outlook Better 


(Continued from Page 1) 

This competition is still testing the de- 
termination of companies to adhere to 
proper practices and abide fully by the 
rules and regulations of their own or- 
ganizations for controlling underwriting 
procedure. These associations and also 
the insurance departments of several 
states are acting to curb violations of 
commission and underwriting rules by 
imposing rather stiff fines on those who 
get out of line. 

There is little question but 
large majority of companies’ have 
strengthened their underwriting rules. 
Despite the desire for additional premi- 
ums, a good deal more emphasis is placed 
upon the quality of business accepted 
than was the case a few years ago. 
Many companies are also steadily with- 
drawing from agencies whose experience 
has been unprofitable and concentrating 
attention upon the well-established agen- 
cies. Of course much remains to be 
done yet with respect to cleansing the 
agency field and there are still undoubt- 
edly too many persons holding agency 
licenses who have no proper place in the 
insurance business. 

The 60-day loss rule adopted by the 
fire companies last spring, and since lib- 
eralized somewhat, indicates clearly the 
determined fight being made against both 
incendiarism and the old habit of delib- 
erately padding insurance claims arising 
out of honest losses. In the East the 
National Board of Fire Underwriters, the 
New York Board, field clubs and others 
have co- -operated actively with prosccut- 
ing authorities in many cities in_secur- 
ing the arrest and conviction of firebugs 
and policyholders who hired firebugs to 
set fire to insured property. 

To what extent the drop in fire losses 
reflects a falling off in incendiarism re- 
mains undetermined. Many believe that 
the severe decline in real and personal 
property values is the principal explana- 
tion. Nevertheless, few will question the 
assertion that the fight against dishonest 
fires this year has been one of the con- 
structive developments of a year which 
has brought more than its share of trials 
to insurance as well as nearly all other 
lines of business. 


that the 
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Agents File Code 


(Continued from Page 18) 


reasonable, adequate and non-discriminatory (as 
provided by law) must be uniform. 

(2) For any producer to make any wilful 
misrepresentation either to an assured or an 
insurance company as to rate, form, cover, or 
other material factor in any contract of in- 
surance. 

“(3) Rebating as defined by state law in a 
given state, or in the absence thereof the giving, 
directly or indirectly of any part of a producer’s 
commission, or any part of the premium, or 
anything of value, to an assured or to any other 
person as an inducement or influence for placing 
insurance, 

(4) For non-policy writing agents, non- 
recording agents, office agents, survey agents, 
solicitors, brokers or producers of any similar 
class, to receive any other than such rate of 
commission as can be reasonably paid by policy 
writing agents to any such class in any given 
city or its immediate trade area, such differen- 
tial to be determined by the Local Code Com- 


ai Branch Office Costs 

(5) For the total cost of branch office or 
home office counter operation in a given city or 
immediate trade area of such city to exceed (a) 
on fire and marie insurance, the prevailing 
scale of local agency commission, and (b) on 
casualty, fidelity and surety insurance, the pre- 
vailing scale of general agency commissions. 

“(6) The violation of the Acquisition Cost 
Rules for casualty, fidelity and surety business 
in regard to limitation of the number of branch 
offices, general agencies and regional agencies. 

“(7) For producers to receive or to pay to 
other producers on a given class of business, 
commissions in excess ot the prevailing schedule 
established by a recognized local association (as 
set forth in Section 2, Article V of this Code) 
in accordance with the local custom of arriving 
at such established schedule. 

(8) For insurance producers to operate con- 
trary to the reasonable rules of a recognized 
local association as set forth in Section 2, Ar- 
ticle V of this Code. 

(9) For the resident agency laws of the 
states to be violated by soliciting, negotiating or 
effecting insurance by mail or radio. 

(10) For producers to negotiate or effect 
contracts of insurance with companies not ad- 
mitted to do business in a given state where the 
property or risk is located, unless specific au- 
thority be granted by the department of in- 
surance, 

(11) For any producer to receive any com-* 
mission unless such producer is acting in good 
faith and produces insurance premiums on prop- 
erty or risks outside of his ownership or con- 
trol, or that of his employer or relatives, or 
that of a single person or corporation, in excess 
of premiums on property or risks above specified. 

Overhead Writing 

(12) The soliciting, negotiating or effecting 
of insurance over the head of and in disregard 
of the territorial rights of a local agent as set 
forth by the rules of a local association or in 
the absence thereof, of the overhead writing 
principle of the National Association of Insur- 
ance Agents. 

“(13) For any officer or employe of an in- 
surance company acting as a producer to deal 
or attempt to deal with an assured direct. 

(14) For producers not to remit collected 
company balances promptly when due. 

‘(15) For producers to extend credit for in- 
surance premiums beyond a reasonable period or 
beyond the time fixed by the rules of a local 
association. 

(16) For any producer to receive from any 
insurance company, or use in any way any ex- 
piration information belonging to another pro- 
ducer. 

(17) Producers effecting automobile fictitious 
fleet insurance so as to include automobiles not 
under common ownership, management or con 
trol at a fleet rate that is discriminatory. 

Fictitious Groups or Fleets 

(18) Producers effecting fictitious group in- 
surance so as to include property not under 
common ownership, management or classification 
at a group rate that is discriminatory. 

(19) Any plan of offering limited insurance 
contracts as premiums for newspaper or maga 
zine subscriptions, or any other secondary pur 
pose. 

(20) The execution and furnishing of free 
bid bonds on contract surety business 

(21) For the National Government or any 
state or municipal government, or any board, 
bureau or department thereof to enter into con 
tracts of insurance with any insurance company 
direct, or over the head of an agent in the ter 
ritory where the risk is located. 

‘(22) For any producer connected with a 
bank or other financial institution, or operating 
as a loaning agent, to use the coercive power of 
credit lodged in a money-loaning imstitution to 
influence the placing of insurance or to make 
any loan dependent upon the placing of insur 
ance with or through any such producer. 

(23) Such other methods and practices as 
shall be declared to be unfair practices by_the 
National Code Committee or a Local Code Com 
mittee with the approval of the National Code 
Committee, or by any amendment to this Code 
and at the time in effect 

“(24) For any producer not to operate, in 
the production sub-division of the insurance busi 
ness, under and in accordance with the pro 
visions of this Code.” 
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ines ae On Code 
And Deferred Losses 


GANTERT TALKS TO FIELDMEN 


Vice-President of F. & G. Fire Opposes 
Asking Gov't to Aid in Solution of 
Insurance Problems 

F. A. Gantert, vice-president and gen- 
eral manager of the Fidelity & Guar- 
anty Fire of Baltimore, expressed his 
views on a number of outstanding fire 
insurance problems in the course of an 
address he made recently before the 
members of the Kentucky Fire Under- 
writers Association at Louisville. Among 
the subjects he discussed were the de- 
ferred payment of losses, codes of fair 
practice, the commissioners’ ruling re- 
garding reporting of overdue balances 
and fieldmen’s duties. 

With respect to the deferred payment 
of losses Mr. Gantert believes that this 
has had something to do with the big 
drop in fire losses this year. In addition 
he lists the following as factors causing 
fewer losses: 

“1, Reduced physical hazards due to 
less activity and in some instances va- 
cancy and inoperation in connection with 
mercantile, industrial and dwelling risks. 

“2. Results of the fire prevention reg- 
ulations and improved fire fighting fa- 
cilities advocated for these many years 
by the fire insurance companies. 

“3. The elimination of cigar and cig- 
arette burns and scorch claims. 

“4. The reduced cost of construction, 
labor and materials including raw and 


finished. ; 
“Note: In the calculation of loss ra- 
tio, lower replacement costs are con- 


trasted to the earned premiums which 
really constitute a higher dollar as they 
are credited in the current receipts, 
whereas in part they were produced on 
higher values one to give years previous. 
No Hardship Worked by 60-Day Rule 

“In my opinion, the deferred payment 
of claims has not worked any hardship, 
nor has it caused any serious sales re- 
sistance against producers and _ stock 
companies, there may be some who will 
take exception to this statement. For 
the first ten months of 1933 my own 
company had 4,286 fire claims (not a 
decrease in number from last year not- 
withstanding a striking reduction in dol- 
lars and cents), and last Saturday there 
were but 24 claims awaiting payment at 
maturity dates. I know many promi- 
nent groups are having the same experi- 
ence and this satisfies me that the vast 
majority of losses are not involved in 
the present rule.” 


Opposes Government Control 


Through Code 


Turning to the question whether the 
insurance business should file a code 
with the N.R.A. in Washington to cover 
competitive practices Mr. Gantert said: 

“I am of the school which agrees with 
former Governor Smith that private in- 
dustry, with all of its defects, is still 
vastly superior to government planning 
and government control of business and 
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human efforts. The plan being advo- 
cated through the so-termed agency 
group would likely conflict with state 
rights and state supervision. On this 
very point it is also stated that many 
years ago a uniform code of insurance 
laws was prepared, but almost unani- 
mously rejected by the several insurance 
departments. I doubt if ever in the his- 
tory of the fire insurance business have 
agents and companies worked so closely 
and sincerely. The National Association, 
through its able president and secretary, 
is attempting an ideal which some stu- 
dents of the business do not view as 
constructive legislation. I have heard 
several discussions and there is some 
unanimity in the thought that any at- 
tempts at government control should be 
thwarted.” 

Quoting from a legal opinion on the 
code which the local agents’ proposed 
Mr. Gantert said: 

“The proposed code would make the 
insurance supervising official of the in- 
dividual states subservient first to the 
Federal Government and second to the 
machinery created under the provisions 
of the proposed code. This is manifestly 
illegal and therefore unenforceable and 
in final analysis can result only in con- 
flict and confusion. 

“Many of the states prohibit by law 
most of the provisions proposed in the 
code. Generally, these prohibitions run 
against agreements and understandings 
in connection with rates. These are laws 
of the sovereign states, well within the 
power of the state to enact. They have 
been upheld by the highest courts and 
in no manner are they repealed or made 
inoperative by any law of the Federal 
Government, for there is no power in 
the Federal Government so to do. 

‘There can be no way by which the 
Code proposed could be administered 
without the power of the Federal Gov- 
ernment, and it is inconceivable that the 
functions of government can long re- 
main delegated in the manner proposed, 
for it presents an extraordinary exposi- 
tion of what is generally conceived to 
be invisible government by class, which 
is properly condemned whenever brought 
to public attention.” 


Business Should Solve Own Collection 
Problems 


Mr. Gantert is opposed to appeals to 
the insurance commissioners to take a 
hand in the collection of overdue pre- 
miums. He believes that fire insurance 
is over-supervised already. As a solu- 
tion of this problem Mr. Gantert offers 
the following: 

“When we invite state assistance in 
the matters that should be taken care of 
by our own representatives, we admit 
that we are not able to take care of 
them ourselves. The fieldmen through- 
out the country are now demonstrating 
what can be accomplished through 
planned co-operation. I refer to the 
committee work in connection with em- 
barrassed or insolvent or _ trustced 
agencies. I would favor a strong agency 
agreement which provides for at least an 
annual statement of financial condition, 
basing the statement on accounts receiv- 
able and bills payable. I do not think, 
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Motor Car Thefts May Increase; 
Warning Issued to Auto Owners 


Increasing vigilance of automobile 
owners to offset a possibly growing theft 
hazard, was advised this week by Wal- 
ton H. Griffith, manager of the auto- 
mobile department of the America Fore 
companies. The likelihood of greater ac- 
tivity by car thieves is seen in a com- 
bination of widely recognized conditions. 
The two chief factors are increased re- 
liance upon the automobile for trans- 
portation and a comparative shortage in 
the supply of cars desired and afforded. 

“During the years of the depression,” 
says Mr. Griffith, “while the sale of new 
cars diminished greatly, old ones were 
made to last longer. Wear and obso- 
lescence have taken their toll, particu- 
larly among the older machines. The 
later ones, being models of the depres- 
sion years, are available in much smaller 
numbers. Yet a large percentage of pros- 
pective used car buyers, will want cars 
of relatively recent make. It is this 
probable disparity between demand and 
supply which will be the incentive of 
thieves. 

“The effect of market conditions on 
the activities of car thieves is not mere- 
ly theoretical. In an important Western 
city the theft of less expensive cars has 
reached such proportions as to prove a 
serious problem to the police and to 
bring about stiff increases in the cost of 
insurance protection. Drastic remedies 


however, that we should call on the In- 
surance Commissioners to help us even 
though, perhaps, our system in the past 
has be en faulty in permitting unreliable 
agencies to continue.” 
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are being worked out with the hope of 
relief. 

“Officers of the law are well aware of 
it. Captain Dillon, of the detective di- 
vision of the New York City automobile 
squad, points it out very clearly. The 
automobile thief, Captain Dillon says, 
seems to feel the public pulse and plies 
his trade with cars he considers the best 
sellers. He seems to keep pace with the 
fluctuating, demands for various makes. 
Naturally the cars which are the most 
popular with the public are also the most 
popular with thieves. The thief with a 
stolen car, Captain Dillon observes, often 
seeks to dispose of it quickly, by offering 
it at a reduced price.” 

The owner who is fully aware of the 
dangers of theft, Mr. Griffith believes, 
is most likely to take precautions against 
being victimized. Frequently, of course, 
the greatest possible care proves insuf- 
ficient to prevent theft, by the shrewd, 
highly skilled and often daring crooks. 
Obviously, Mr. Griffith concludes, theft 
insurance is the final protection for the 
car owner against loss in such cases. 





APPROVE NEW COMMISSIONER 

Fire insurance men in New York City 
are well pleased with the news that 
Mayor-elect LaGuardia has selected Fire 
Chief John J. McElligott as Fire Com- 
missioner in the new fusion administra- 
tion which takes office here on January 
1. The fire post represents a certain 
amount of doubling up since the job of 
Fire Chief will be abolished. Chief Mc- 
Elligott is an excellent fireman, has a 
fine personality and has co-operated with 
the New York Board of Fire Under- 
writers, the National Board and other in- 
surance organizations dealing with fire 
losses in this city. 





MISS L. CHENEY PRESIDENT 


Miss Louise Cheney of the Home of 
New York was elected president of the 
transcription supervisors at their annual 
meeting at the Hotel Pennsylvania last 
week. “Miss Grace Hughes of the Amer- 
ican Surety is treasurer and the other 
officers are from organizations outside 
the insurance business. Meetings are 
held each month and the members dis- 
cuss more efficient methods of operation 
in controlling stenographic, typing and 
voice machine departments. 





Edward L. Coxe, insurance agent, 
Rochester, N. Y., has entered voluntary 
bankruptcy with liabilities of $108,359 
and no assets. 
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Accidents occur everywhere. 


Sell accident insurance to 
prospects and you have an 
entering wedge towards 
securing their other insurance. 




















fe i Sue Weare ‘ , ‘ 
A Ciproven py \THE ACID TEST/OF TIME J) JA — 
The AMERICA FORE GROUP [|p “| of Insurance Companies 


THE CONTINENTAL INSURANCE COMPANY NIAGARA FIRE INSURANCE COMPANY 
AMERICAN EAGLE FIRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 
FIDELITY-PHENIX FiRE INSURANCE COMPANY ——— = THE FIDELITY AND CASUALTY COMPANY 


~ ERNEST STURM. Chairman of the Boards 
FIRST AMERICAN FIRE INSURANCE COMPANY : 4 / BERNARD M. CULVER, President 


nour br New York ,N.Y. 


INSURANCE 
CQMPANIES 


. 














Page 22 





SS ee 





December 29, 1933 





Discusses Bailees’ 
Customers Insurance 


BROAD FORM FOR LAUNDRIES 


L. E. Day of the Automobile Talks on 
Underwriting Problems and 
Analyses Policy 
L. E. Day, agency manager of the in 
land marine department of the Automo- 
bile of Hartford at the home office, out- 
lined the underwriting problems of bailees’ 
ustomers insurance, with special refer- 
ence to laundries, dyers and cleaners and 
rug cleaners insurance, in a lecture deliv- 
ered last week before the new inland ma- 
rine class of the Insurance Society of New 
York. Herewith is presented the section 
of Mr. Day's talk dealing with coverage 

bought by laundries. 


Legally laundry owners, dry cleaners 
and rug cleaners are paid bailees and 
their, customers are bailors. Any person 
having legal possession of property be- 
longing to another is a bailee. One who 
keeps the property of another without 
compensation is a gratuitous bailee, lia- 
ble for loss or injury to the property 
only when he is positively or grossly 
negligent. 

The class of modern laundry owners, 
dry cleaners and rug cleaners with whom 
underwriters would care do business 
realize that their success depends upon 
their ability to retain the good will of 
their customers and ‘that the surest way 
to lose customers’ good will is to fail 
to return their property to them in good 
condition. Liable or not liable, legally, 
the concern that would continue in busi- 
ness must protect the customers’ goods. 
Hence bailees’ customers insurance, the 
development of which has, as might be 
expected, been synchronous with that of 
the industries served. 

Early Policies 

The earliest “bundle” policies anticipat- 
ed collection (by the assured) from his 
customers of one or two cents per bun- 
dle or package, and collection of a per 
pound or multiple thereof charge on 
work done by the pound for hotels, res- 
taurants and institutions. An agreed 
fraction of the collected charges was 
paid to the insuring company and the 
balance retained, at least temporarily, by 
the assured to be applied to the settle- 
ment of minor losses. These policies 
contained a catastrophe limit and a limit 
of some multiple of the service charge 
per bundle usually not exceeding twenty 
times the service charge or $5 per pound 
on pound work, and $1 per piece on ho- 
tel and restaurant flat work. 

It will at once be seen that this method 
of insuring was very acceptable to laun- 
dries with high fire rates and possibly 
sub-standard equipment. It was also 
adopted by plants of better construction 
and equipment, but such plants were in 
the market for broader coverage, higher 
limits, and rates based on the actual phy- 
sical hazards involved, with due credit 
given for excellence of construction, 
equipment volume of business, and man- 
agement. 

Ordinary fire insurance which had been 
experimented with long before bundle 
insurance was invented was inadequate 
and unsatisfactory for numerous reasons. 
It is impossible to determine in advance 
the value of customers’ goods that will 
be received for processing. There are 
weeks or days when plants are taxed to 
their utmost to take care of the work 
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and other periods when business is dull. 
To overcome this fluctuation, more and 
more laundries are adding rug cleaning 
and dry cleaning and storage depart- 
ments and vice versa. But this only 
makes the situation more complex, in- 
surance-wise. 

If a fire loss occurs and the plant 
owner does not carry enough insurance 
to pay his own loss as well as the loss 
on all of the customers’ goods, he is in 
an extremely embarrassing position. He 
either has to assume liability for all the 
customers’ goods lost, or deny liability 
on such articles; to successfully do the 
latter he must prove that he has not been 
negligent in any respect. He cannot dis- 
criminate or specify which customers’ 
goods were insured and which were not, 
if he collects any insurance for loss of 
any customers’ goods in his possession, 
irrespective of the amount of insurance 
collectible. 

Modern Broad Form 

The problem of providing full coverage 
at all times and thus meeting the sea- 
sonal fluctuations in value of goods at 
risk was solved by making laundry and 
dry cleaners customers’ policies cover the 
full actual value of the goods at time of 
loss without any specified catastrophe 
limit. The question of legal liability was 
disposed of by making the insurance 
cover the customers’ goods without any 
question as to whether the bailee is or 
is not legally liable. The policies do not 








cover any of the bailee’s property and 
losses may at the option of the company 
be paid directly to the owners of the 
goods. 

Many features of the bailees’ custom- 
ers policy forms now in current use and 
the underwriting procedure concurrent 
therewith were developed by a certain 
insurance company of Hartford, Conn. 
When this company sponsored the meth- 
od of computing premium on the basis 
of an agreed percentage of gross re- 
ceipts, the plan met with the immediate 
approval and acceptance of many leading 
laundry owners, dry cleaners and rug 
cleaners, and is now generally adopted 
by most companies writing this class of 
insurance. 

The advantage of this plan over the 
penny or fraction thereof per bundle or 
the per pound or per package basis are 
obvious. 

The scale of service charges in any 
given plant being known, it is apparent 
that the total gross receipts of the plant 
accurately reflect the volume of business, 
and it is a matter of simple arithmetic 
to arrive at a ratio between receipts and 
amount of liability involved. Further- 
more, the amount of premium to be paid 
monthly, as earned, is made easily avail- 
able from regularly kept accounts with- 
out the irksome necessity of reporting 
the number of bundles or poundage rep- 
resented by the receipts. 

In determining what perils should be 

















insured against it is at once apparent 
that coverage of customers’ goods js 
needed on assured’s delivery trucks, 
custody of express companies, and when 
shipped by parcel post or other public 
carriers, not only against loss by fire but 
also against perils of theft and trans- 
portation. 
Some of the Hazards Covered 

The rupture of a defective sprinkler- 
head may deluge white goods with prac- 
tically irremovable rust spots; an inter- 
nal or external explosion may tear plant 
and garments to tatters; a tornado may 
itself go into the dry cleaning business 
and deliver goods in the next county 
wrapped in pieces of the building; or a 
flood compete in the wet-washing busi- 
ness and absent-mindedly hang intimate 
garments to dry on bushes down the 
river. Then, too, there is the unexpect- 
ed but also possible earthquake which 
became an actuality out in California 
not long ago and damaged several laun- 
dries. We hope there will be no riots 
and strikes, but who knows? 

Furthermore, there is the confusion of 
goods which has actually occurred in the 
past, and quite probably will occur again 
in the future, in connection with a major 
fire or other serious catastrophe. This 
type of loss is particularly apt to occur 
in a large laundry where, if the tags 
were lost from or had not yet been put 
on newly received articles, the similarity 
of such pieces as sheets, pillow-cases, 
towels and handkerchiefs could easily 
produce substantial losses. 

Finally, in connection with customers’ 
property completely or partially pro- 
cessed, with service charges thereon 
earned but uncollectible from the cus- 
tomer due to loss or destruction of prop- 
erty by a peril insured against, there is 
the reasonable desire for indemnity. 

The 1934 model bailees’ customers pol- 
icies must cover all these hazards and 
possibly others. They can be and are 
drawn to do so (one composite policy 
taking the place of ten or more individ- 
ual policies), with premium payable 
monthly as earned, based on an agreed 
percentage of the gross receipts from 
the business. 

The bailees’ customers policy now com- 
monly issued to laundries covers on all 
kinds of lawful goods and/or articles, 
laundered or to be laundered, accepted 
by the assured (excluding, however, such 
goods as may be accepted for dyeing or 
dry cleaning), the property of its cus- 
tomers while contained in specified prem- 
ises occupied by the assured or in the 
custody of its agents or stores and while 
being transported to and from its cus- 
tomers or agents or stores, against dircct 
loss or damage caused by the perils spe- 
cifically insured against. 

The policy insures against: 

Fire arising from any cause 
ever, including lightning. 

Explosion. 

Collision, i. e., accidental collision of 
the vehicle on which the property is car- 
ried, with any other vehicle or object 
including the overturning of the vehicle 
or collapse of bridges. 

Theft, burglary and hold-up, except as 
excluded. 

Tornado, cyclone or windstorm, includ- 
ing any loss or damage that may occur, 
from hail, rain, sleet or snow, 
or not driven by wind. 

Flood, meaning thereby rising of 
ers and streams. 

Sprinkler icakage. 

Transportation risks by public carriers 
or mail service. 

(Continued from Page 25) 
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NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 
$ 1,000,000.00 Organized 1866 
NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Mortis E. G. POTTER, 2d V. -Pres. W. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
SUPERIOR FIRE INSURANCE COMPANY 
$ 1,000,000.00 Organized 1871 
NEAL BASSETT, Chairman of Board 
W. E. WOLLAEGER, President JOHN R. COONEY, Vice-Pres, ARCHIBALD KEMP, Vice-Pres. gg CLARK, Vice-Pres. 
H. R. M. SMITH, Vice-Pres. HERMAN AMBO S, Metts E. G. POTTER, 2d V.-Pres. POTTER, 2d V. -Pres. 
WALTER 3 SCHMIDT, 2d V.-Pres., T. LEE TRIMBLE, 2d V.-Pres. OLIN| BROOKS, 2d V.-Pres. 
THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 
$ 1,000,000.00 Organized 1870 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice-Pres. E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice-Pres. 
WALTER a SCHMIDT, 2d V.-Pres. * LEE TRIMBLE, 2d V. -Pres. OLIN BROOKS. 2d V.-Pres. 
THE CAPITAL FIRE INSURANCE COMPANY 
$ 300,000.00 Organized 1886 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 
$ 100,000.00 Organized 1905 
NEAL BASSETT, President 
JOHN R,. Coney, Vice-Pres. —_ ~~ KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
Ww. WOLLAEGER, Vice-Pres. RMAN AMBOS, Vice-Pres. E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V. di 3 LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2d V.-Pres. 
MILWAUKEE MECHANICS’ INSURANCE COMPANY 
$ 2,000,000.00 Organized 1852 





NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, Vice-Chairman 


H. S. LANDERS, President C. HEYER, Vice-President WINANT VAN WINKLE, Vice-President JOHN R, COONEY, Vice-President 
E. G. POTTER, 2d Vice-Pres. E.R. HUNT. 3rd Vice-Pres’t S.K.McCLURE, 3d Vice-Pres. T. A. SMITH, Jr., 3rd Vice-Pres. F. J. ROAN, ‘3rd Vice-Pres. 


THE METROPOLITAN CASUALTY INSURANCE COMPANY 











$ 1,000,000.00 OF NEW YORK Organized 1874 
NEAL BASSETT, Chairman of Board 
HS ANDES Pett, MONE YAN NEE CTE moan, a cB E CONT Sed Vee Pro SSRI, SUC 
COMMERCIAL CASUALTY INSURANCE COMPANY > 
$ 1,000,000.00 Organized 1909 
WESTERN DEPARTMENT PACIFIC DEPARTMENT 
h Street, Chicago, Illinois 220 Bush Street, _ 
Se EASTERN DEPARTMENT Sen Peanciaes, Colilevale 
H. R. M. SMITH, Vice-President W. W. & E, G. POTTER, 2nd Vice-Presidents 
JAMES SMITH, Secretary 10 Park Place FRED W. SULLIVAN, Secretary 
SOUTH-WESTERN DEPARTMENT 
CANADIAN DEPARTMENT NEWARK, NEW JERSEY 98S Connensee 92. Halles, Tones 
461-467 Bay St., Toronto, Canada pen Ein. BROOKS, 2d Vice-President 
MASSIE & RENWICK, Ltd., Managers = 
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\ vice-president of a large 
companies, who has been through the 
mill, writes me as follows: 

“I am returning your installment of 
December 1 of Tales of the Road, which, 
as usual, I have read with much interest. 
I am particularly interested in the first 
story regarding the Panama hat, for I 
know that some of the workers in fac- 
tories and mills do have a dislike for 
some of the so-called “dudes” whose 
business compels them to go through 
the plants in which these people are 
working. I remember a field associate of 
mine years ago had to go into the base- 
ment of a large soap factory. He was 
wearing a nice new suit and as he passed 
along an aisle a container of liquid of 
some sort ‘accidentally’ was tipped over 
just as he passed underneath it, and he 
was deluged with the contents of the 
container and his suit ruined. There 
were, of course, profuse apologies but 
he never was convinced that it was an 
accide nt and not intentional. 

“I remember years ago being in a tan- 
nery at Little Falls where fancy colored 
leathers were made for pocketbooks and 
other similar uses. The liquids used were 
of various colors and on the occasion of 
my visit to the tan yard, which was in 
the basement of the building about four 
or five feet below the street level, I noted 
that the dust from the street had blown 
through the open windows and onto the 
liquids in the vats, so that an unwary 
person might assume the vats were filled 
with solid earth. I commented on this 
to the foreman of the tannery who was 
with me, and he recounted with much 
glee how a salesman had been in the tan- 
nery a weck or so ago and walking on 


TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 


group of 








the boardwalks between the vats had 
stepped off into six feet of tanning liquid. 
The story was told me with much gusto 
about the nice new suit this man was 
wearing and at the time I had my doubts 
as to the, shall I say “accidentalness,” of 
the happening g, and after all these years I 
still have them. I always have felt for- 
tunate that no happenings like these oc- 
curred in my inspection experie nce. May- 
be I kept my eyes peeled.” 


es & * 


Examiner’s Control Over Fieldmen 

Once I overheard the remark made by 
both a fieldman and a supervising exam- 
iner that an examiner at a home office 
“could make or break a fieldman” with 
his agents. If that be so, there is some- 
thing radically wrong if the good con- 
struction work of a competent fieldman 
can be marred by an examiner at a home 
office on account of having “it in” for 
the special agent or from downright un- 
supervised incompetence. There is some- 
thing radically wrong in a system that 
allows such an examiner to go to such 
extremes successfully without necessary 
supervision on important matters by su- 
perior officers. No ultimate good will 
accrue to the best interests to a com- 
pany that allows such conditions. 


* * * 


Old Trolley Rails Sent to Asia 

[ have often wondered what becomes 
of all the junked rails, etc., which they 
are now tearing up in the process of 
demolition of our once fine, long-distance 
trolley systems all over the state. Re- 
cently going to Schenectady on a bus I 
learned that the junked rails of the Al- 
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bany-Schenectady line were being sent 
Western Department 


to Asia. - ais 
* * * Wrigley Bldg., 410 N. Michigan Ave. 
Analyzing Salaries Chicago 
I met a fieldman recently who said Pacific Department 
that he was being paid 20% of his sal- N. W. Cor. S and Sac Sts. 





ary for his knowledge of the business San Francisco, Cal. 








and his work and 80% for the “dirt” he 
had to take from his companies and 
agents as a “buffer.” A good deal of 
truth in this. 





it the game of “What’s the matter with 
this sign?” It can be played solitaire. 
It consists of picking out the spelling 
mistakes made by a lot of bellboys in the 
indices or bulletin boards with the move- 
able type. Recently “Ninety Cents” ap- 
peared as “Ninty Cents,” and it took sev- 
eral conferences between the _ bellboys 
and the “superservice” sub-manager, 


* * 
A New Game For Fieldmen 
A new game was started a little while 
ago by a few ficldmen, myself among 
them, in the hours just before bedtime, 
which means midnight with me. I called 





after a consultation of the dictionary, to 
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permitted to assume. 
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This is one of the largest English Companies doing business in the 
United States and writes all the hazards a Fire Insurance Company is 
The Eagle Star was the first Company to write 
Rain Insurance in this country. 


UNITED STATES BRANCH 


90 JOHN STREET 
New York 


PACIFIC COAST DEPARTMENT 


Ss tar oe aad 
long coat, 


have it changed to “ninety cents.” But 
then correct spelling seems to be a lost 
art. 
* * * 
An Appropriate Name 
Opposite the Hotel Ten Eyck at AIl- 
bany, in the State Bank office building, 
there appears the sign “Langrock, Cloth- 
Langrock is German and means 
an appropriate name for a 
clothier, believe it or not. 


M. L. BUSH SPECIAL FOR DIXIE 


Mark L. Bush, son of Harry R. Bush, 
president of the Dixie Fire of Greens- 
boro, N. C., has been appointed special 
agent for West Virginia for the Dixie 
Fire. For the present, his office will be 
located in the Virginian Land Bank 
Building, in Charleston, West Va. A 
graduate of Military College of South 
Carolina, with B.S. degree in civil engi- 
neering, Mr. Bush has had both home 
office and field experience, having served 
the Niagara Fire for six years and the 
Security of New Haven for three years. 


N. J. PREVENTION COMMITTEE 


The following have been appointed to 
the Fire Prevention and Public Safety 
Committee of the Hoboken (N. J.) 
Chamber of Commerce; James H. Bak- 
er, chairman; C. A. Burhorn, John H. 
Grouls, E. H. Magee and Gilbert E. 
Stecher. 











SPRINGFIELD DIVIDEND 
Directors of the Springfield Fire & 
Marine have declared the regular quar- 
terly dividend of $1.12 a share, payable 
January 2 to stockholders of record at 


114 Sansome Street 
San Francisco 











the close of business December 20. 
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Two Clauses Changed 
By London Institute 


CONTACT CLAUSE FOR LINERS 


Excludes Certain Types of Claims; Re- 
placement Clause Amended to Take 
Care of Duty on Parts 


Two important alterations to marine 
insurance clauses are announced by the 
Institute of London Underwriters. The 
more important change is the addition 
of a “Contact” clause for liners. Owing 
to the more comprehensive terms on 
which liners are insured, as compared 
with “tramps,” claims for damage result- 
ing from “contact” with some substance, 
ice included, other than water, are in- 
cluded in the cover of the policy. 

Recently claims under this head have 
been made as a result of accidents which 
underwriters do not consider as coming 
within the scope of their liability. One 
such was for damage resulting from a 
piece of broken valve being forced 
against the cylinder head by the rising 
stroke of the piston, and another, even 
more extraordinary, for damage caused 
by the “seizing” of a shaft, it being ar- 
gued that, owing to the breakdown of 
the lubricating system, the film of oil 
which normally separates a shaft from 
a bearing was absent, and thus allowed 
the surfaces of shaft and bearing to 
come in “contact,” with resultant dam- 
age. The clause now adopted excludes 
damage arising from “contact of the sub- 
ject matter insured, or any part of it 
with any other part thereof.” 

The second clause alteration is the 
amendment of the “Institute Replace- 
ment Clause,” which provides that in the 
event of damage to machinery carried 
as cargo the underwriters shall only be 
liable for the cost of replacing the dam- 
aged part, plus expenses. The amended 
clause provides that in such circum- 
stances underwriters shall only be liable 
for duty on a replaced part if the full 
duty on the whole machine be included 
in the amount originally insured. The 
importance of this provision lies in the 
fact that in some countries the duty on 
spare parts of machinery often far ex- 
ceeds the initial cost of the part itself. 

These changes are effective immedi- 
ately. 





Ocean Salvage Problems 
Surveyed in New Book 


A new volume giving a historical sur- 
vey of salvaging operations has just ap- 
peared in England from the pens of A. 
Gowans White and Robert L. Hadfield 
entitled “Deep-Sea Salvage.” The au- 
thors hark back to the Rhodians of 300 
B.C. The Renaissance, they tell later, 
took up the problem of enabling the 
diver to work under water at the point 
where it had been left by the Romans— 
surface air being supplied him through 
leather pipes. The nature of the crucial 
difficult—pressure—had not then been 
suspected. 

The devices subsequently evolved by 
inventors are interestingly explained and 
details are given of what was gained, 
though at the sacrifice of personal mo- 
bility, when the advance was made from 
the rubber suit to the shell suit. One 
feels after reading this book that the 
medium in which the diver works and 
which he must control is not so much 
water as compressed air. 

The book recounts the stories of a 
number of famous salvages—the raising 
of ships, of cargoes, of bullion, and the 
raising of a living crew from a subma- 
rine. 

Marine underwriters will find the book 
full of good stories of the incessant 
quest for sunken gold. 


DEVICE TO STOP AUTO FIRES 


A valuable device for minimizing the 
risk of fire in gasoline-driven motor 
vehicles has been patented in the United 
Kingdom as the Discom safety valve. It 
consists of a spring- -controlled valve fit- 
ted on the inlet aperture of the gasoline 
tank. The valve will only open inwards, 
and its upper face is domed to prevent 
damage from the fuel supply nozzle. This 
valve can be forced down against the 
spring load by the fuel nozzle and the 
tank then filled, but on withdrawing the 
nozzle the valve shuts tight, thus pre- 
venting any fuel from passing out of the 
tank via the inlet, even if the car is com- 
pletely overturned. As gasoline is con- 
sumed air will automatically be drawn 
past the valve into the tank, but it is im- 
possible for gasoline or inflammable va- 
por to pass out from it. 


Rates’ OC Chadenens 


(Continued from Page 22) 
Strikes, riots and civil commotion. 
Confusion of goods, resulting from any 
of the foregoing perils. 


The policy does not insure against: 


Theft or shortage of individual pieces 
or articles unless by burglary or hold-up. 

Loss of or damage to goods while in 
the custody of other laundries unless 
specifically endorsed. 

Loss of or damage to goods held on 
storage, except as provided. 

Loss if, at the time of loss or damage, 
there be any other insurance covering 
against risks assumed by this policy 
which would attach if this insurance had 
not been effected. 

Goods held by the assured without in- 
struction from the owners to hold on 
storage shall not be considered as being 
held on storage. 

Goods accepted for storage on which 
a charge for laundering has been or is 
to be made are covered only during 
process or in transportation by the as- 
sured between its plant and its agencies 
or customers. 

Limits of liabilitv. The company shall 
not be liable beyond the actual cash val- 
ue of the property insured at the time 
any loss or damage occurs, and the loss 
or damage shall be ascertained or esti- 
mated according to such actual cash 

value with proper deduction for depre- 
ciation, however caused. This insurance 
shall include the peer cost of labor in- 
curred and materials used by the as- 
sured in the process of laundering. 

Warranted that the assured has not 
and will not enter into any special agree- 
ment releasing or limiting the liability of 
any bailee or carrier unless such agree- 
ment is specifically reported to the com- 
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pany and consent thereto endorsed here- 
on by the company. 

Any claim for loss or losses happening 
at the same time as a result of one or 
more perils, amounting in the aggregate 
to $100 or less, may be adjusted by the 
assured, in full conformity with the con- 
ditions of the contract, and statement of 
claim rendered on blank provided by the 
company. 

In 1929 when gross receipts from the 
laundry industry amounted to $509,854,- 
000 an allocation of expenses showed 
that $4,130,000 was paid to customers for 
lost or damaged goods or 8/10 of 1% of 
the total income from service charges. 

Some kinds of loss or damage have 
never been considered insurable but the 
industries have nevertheless paid their 
customers for such losses, since had they 
not done so the customers would have 
taken their patronage elsewhere. We 
refer to property damage by mechanical 
equipment or by carelessness of em- 
ployes; articles which mysteriously dis- 
appear without evidence of theft; mis- 
deliveries and articles put into wrong 
package by mistake. Such losses are 
commonly called “trade losses,” and they 
have to be absorbed by the industry. 
They can be reduced only by employ- 
ment of more efficient and honest help. 

Good underwriting demands that each 
plant, whether laundry, rug _ cleaner’s, 
dry cleaner’s, or a combination thereof, 
be rated on its own merits with due 
credit given for all excellencies of con- 
struction, equipment, and numerous other 
vital factors. 

However, regardless of the care with 
which a gross receipts has been com- 
puted with loadings for each peril cov- 
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ered, it is necessary to check regularly 
the subsequent experience, as very often 
an account develops theft losses on 
premises and/or in transit which more 
than absorb the premium developed by 
the theft loadings and eat into that por- 
tion of the premium which must be built 
up as a reserve against the probably 
eventual large catastrophe loss. 

Accounts Should Be Checked Monthly 

Every account should be checked up 
at least monthly, and oftener if claims 
occur. It is necessary to analyze care- 
fully each claim to determine cause of 
loss and if possible immediately to take 
appropriate action to prevent recurrence 
of similar losses. 

Very frequently it becomes necessary 
to increase the rate and/or apply a sub- 
stantial deductible as respects certain 
types of losses. 

In underwriting bailees’ customers in- 
surance the factors of primary impor- 
tance as respects laundries are: 

Building construction and contents fire 
rates; financial stability, moral character 
and technical ability of the management; 
interior cleanliness of the plant; up-to- 
date equipment mechanically and volume 
of business; character of employes; 
character of neighborhood in which plant 
is located; trucks, appearance, upkeep 
and safeguards against theft; past record 
of fires and thefts including frequency ; 
membership in local, state and national 
associations, and scale of service charges 
for various classes of work. 

Naturally, applications or proposals 
must be, and are, so drawn as to bring 
out this information which is customarily 
confirmed by the agent or broker. In case 
of doubt the plant is inspected. 





North pm Wines and 
Agreement Amended By British 


The North America Warranty No. 1 
of the Institute Warranties has been 
amended in England so that the 194 
form will read as follows: 

“Warranted not to proceed to or from: 
—(a) Any port or place on the Atlantic 
Coast of North America, its rivers or 
adjacent islands north of 43 40 N. lat., 
except the port of Halifax, and for bun- 
kering purposes only the ports of Louis- 
burg and Sydney, (b) Greenland waters. 
(c) Any port or place on the Pacific 
Coast of North America, its rivers or 
adjacent islands north of 50 N. lat., ex- 
cept ports or places on Vancouver Island 
and Prince Rupert via Dixon Strait.” 

In the old form the warranty contained 
the following: “Warranted not to enter 
or sail from any port or place” which 
meant there was no breach unless a ves- 
sel actually entered warranty-barred wa- 
ters. Under the new wording breach of 
warranty occurs at the commencement of 
a voyage to waters which are barred. 
Also with respect to the payment of ad- 
ditional premiums for violation of the 
warranty, the extra premiums are pay- 
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able on sailing for warranty-barred wa- 
ters and attach even though the vessel 
should be lost before reaching those wa- 
ters. Heretofore a vessel bound for war- 
ranty-barred waters and lost en route 
would not be liable for additional pre- 
miums unless it has actually entered the 
barred zones. 
Seasonal Rates 

Because of the change in the form of 
the warranty, it has become necessary 
to define more clearly the exact time at 
which winter and summer additional pre- 
miums for breach of warranty attach. 
These additional premiums are fixed by 
a scale of minimum rates under the In- 
stitute’s North America Agreement, 
which has now been amended not only 
to fix the exact time at which seasonal 
rates apply, but in certain other respects. 
With regard to seasonal rates, a para- 
graph has been added to the agreement 
reading: 

“Vessels proceeding to or from any 
port or ports, place or places on the 
Atlantic Coast of North America, its 
rivers or adjacent island north of 43 40 
N. lat. (except the port of Halifax), shali 
pay the following additional premium if 
in waters west of 50 W. long. and north 
of 43 40 N. lat., on the dates indicated.” 

Also the agreement has been amended 
to make the winter season November 16 
to May 14, b.d.i., instead of November 1 
to May 14, b.d.i., as before. This addi- 
tional fifteen days will aid the North 
American grain shippers. 

Another amendment of the agreement 
is the creation of a scale of ay with 
regard to insurances “F.O and 

“F.P.A. Abs.” Under the old aol addi- 
tional premiums were charged on the 
tonnage value basis on policies “With 
average” and “F.P.A. unless,” but insur- 


ances “F.O.D.,” “F.P.A. Abs.” and 
“T.L.O.” were rated on the insured value. 
In the a scale full “W.A.” policies 


and “F.P.A. unless” insurances pay addi- 
tional premiums at a higher rate on the 
gross registered tonnage, the rate per 
ton being reduced to half of the full scale 
rate for interests “F.O.D.” and “F.P.A. 
Abs.,” while the rate on the insured value 
remains the same for all three scales. 
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Mortgage Situation Angles 


G. W. Alger, Moreland Commissioner, Paves Way for Investi- 
gation as Max Steuer Stalls on His Action; Untermyer 
Steps Into Picture, Too; Van Schaick’s Bar 


Association Address 


The mortgage guaranty situation in 
New York took another turn this week 
when Samuel Untermyer, sensational at- 
torney, decided to appear informally be- 
fore Justice Frankenthaler of the New 
York Supreme Court on behalf of cer- 
tificate holders generally in an effort to 
vet back the releases on their bonds 
viven to Superintendent of 
George S. Van Schaick as rehabilitator 


Insurance 


of the fourteen mortgage guaranty com- 
panies defaulting on their issues. 

Mr. Untermyer told daily newspaper 
men that he would be glad to co-operate 
with Max Steuer, attorney acting for a 
group of certificate holders in proceed- 
ings to protect their interests. He em- 
phasized, however, that if Mr. Steuer and 
Joseph Nemeroy, his client, did not move 
ahead with their action he (Mr. Unter- 
myer) would be compelled to organize 
a committee and start proceedings. Last 
Saturday’s daily newspaper stories briefly 
carried the news that “Steuer Is Still in 
Mortgage Fight; that he is ‘More and 
More Incensed Over Gross Neglect of 
the Certificate Holders.’” Mr. Unter- 
myer, however, monopolized the head- 
lines early this week, his interest being 
not merely for one particular group of 
bond holders but “all mortgagees.” 


Alger Confers with Van Schaick 


In the meantime George W. Alger, ap- 
pointed a Moreland Commissioner by 
Governor Lehman at the request of Su- 
perintendent Van Schaick to investigate 
the conduct and management of the New 
York Department in connection with the 
mortgage company rehabilitation pro- 
ceedings, conferred with Mr. Van 
Schaick early this week. He obtained 
from him all the records required for the 
investigation. Mr. Alger, who worked on 
Christmas Day, is digging into those rec- 
ords with Alfred A. Cook, counsel to the 
Commission. 

While making preparations for his in- 
vestigation, Mr. Alger also is consider- 
ing the question of relief for the dis- 
tressed certificate holders which Gover- 
nor Lehman has requested him to in- 
corporate in his recommendations at the 
conclusion of the investigation. The 
question of relief is known to be upper- 
most in his mind. 

Mr. Van Schaick reported he was still 
working day and night on plans to make 
available to hard-pressed certificate hold- 
ers advances up to 25% of the face value 
of their securities out of the $50,000,000 
loan the R. F. C. has agreed to make. 
When those funds will be available and 
how they will be distributed he was un- 
able to say. 

Meanwhile the special mortgage frauds 
bureau established by District Attorney 
Charles S. Colden of Queens County 
continued its investigation of the com- 
plaints of fraud made by more than 100 
certificate holders. 


Inquiry Seen as Real Estate Boon 


The opinion uppermost in metropoli- 
tan real estate circles is that out of the 
Moreland Commission inquiry will come 
a new mortgage structure surrounded by 
legal restraint which will prevent a re- 
currence of the break-down in what the 
general public in past years had con- 
sidered a prime investment. In fact, this 


probe, it is felt, should prove to be a 





Securities Act Not Applicable 

3aldwin B. Bane, chief of the se- 
curities division of the Federal Trade 
Commission, advised counsel for Su- 
perintendent of Insurance Van 
Schaick this week that the Federal 
Securities act does not apply to se- 
curities issued by “reorganization cor- 
porations” organized in proceedings 
under the Schackno act, chapter 745 
of the laws of 1933, or to any securi- 
ties issued by a corporation organized 
pursuant to a reorganization plan for 
any mortgage guaranty company sub- 
ject to rehabilitation proceedings un- 
dertaken under the provisions of Ar- 
ticle XI of the New York Insurance 
Law. 

Mr. Bane held that the second 
clause of section 4 (3) of the Securi- 
ties act provides an exception for the 
issuance of such securities on the 
|'ground that they are issued in the 
process of a bona fide reorganization | 
under the supervision of court. 








boon to real estate and the business of 
lending money on property. Another 
viewpoint is that if the depression had 
not come the weaknesses of this busi- 
ness would never have been disclosed. 

M. V. Casey, real estate editor of the 
New York Herald Tribune, in touching 

on the principal actors in the situation, 
said in part: 

“Mr. Alger is not the type of investi- 
gator who is easily satisfied. Under the 
commission given him by the Governor 
to investigate the mortgage situation, he 
is allowed wide scope and has permission 
to follow every channel which will bring 
to light every angle of the affairs of the 
guaranty companies. 

“Superintendent Van Schaick really 
performed a service to real estate when 
he asked for a Moreland commission to 
investigate mortgages. He wants the 
public to know the situation he inherited 
last April. He wants the public to be 
told in detail the story of money lIend- 
ing on mortgages, starting forty years 
ago and following the evolution of this 
business through its various shades of 
development. He wants brought out into 
the open the influences and the reasons 
back of many legislative enactments, in- 
nocent enough as is everything newly 
born, but which loses that appearance as 
time advances and the creature is given 
new dress and new trimmings.” 

Van Schaick’s Bar Ass’n Address 
So that a substantial portion of the 
3ar in New York City might have a 
better picture of the mortgage guaranty 
situation and the rehabilitation of delin- 
quent insurers under the New York 
statutes Superintendent Van Schaick re- 
cently presented the facts to a meeting 
of the Association of the Bar of the 
City of New York. Pointing out that 
rehabilitation proceedings as applied to 
insurance companies were practically un- 
known in the law a year ago, he said it 
is natural that misconceptions have ex- 
isted. Therefore, a general survey of 
the progress made to date, even though 
it be hasty and imperfect, should be of 
some aid to lawyers. 

From another angle Mr. Van Schaick 
felt the subject to be interesting to the 
student alert to how the “resourceful- 
ness of our law accommodates itself to 


(Continued on Page 27) 
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67 Sureties Qualified 
By U.S. Treasury 


NET LIMITS OF 24 INCREASED 





Aetna C. & S., Hartford A. & I1., Ameri- 
can Surety, Globe and U. S. F. & G. 
Given Largest Qualifying Powers 


Surety company executives were alert- 
ly interested this week in perusing the 
United States Treasury Department rat- 
ing of bonding companies which are re- 
garded as acceptable sureties on Federal 
bonds. The list shows sixty-seven com- 
panies, about two dozen of which show 
increased net limits since last April. The 
largest gain in qualifying amount, inci- 
dentally, is $481,000, shown by the Fi- 
delity & Casualty of the America Fore 
Group by reason of the improvement in 
that company’s financial condition some 
months ago. The Aetna Casualty & 
Surety still holds the largest net limit 
aiounting to $1,169,000, with the Hart- 
ford Accident & Indemnity, American 
Surety and Globe Indemnity following 
closely behind. The following presents 
a comparison of the December 14, 1933, 
and April 21, 1933 listings: 


Dec. 14, April 21, 
1933 1933 
Aetna Casualty & Surety..$1,169,000 $1,076,000 


Hartford Acc. & Indem.... 1,039,000 954,000 
American Surety ......... 978,000 944,000 
Globe Indemnity ......... 921,000 985,000 
Fidelity & Casualty........ 796,000 315,000 
U. S. Fidelity & Guaranty. 796,000 649,000 
Mellbank Surety, Pa....... 742,000 557,000 
New Amsterdam ......... 542,000 640,000 
Employers Liability, Eng... 531,000 573,000 
Royal Indemnity ......... 500,000 790,000 
Continental Casualty ...... 444,000 432,000 
Massachusetts Bonding 442,000 562,000 
Fidelity & Deposit ....... 434,000 584,000 
American Reinsurance - 423,000 391,000 
Ocean Acc. & Guarantee.. 409,000 442,000 
United States Guarantee... 401,000 361,000 
National Surety .......20. 400,000 1,286,000 
London Guarantee & Acc.. 357,000 352,000 
Indemnity Co. of N. A. 356,000 264,000 
Great American Indemnity. 321,000 312,000 
Employers Reinsurance ... 307,000 323,000 
Standard Surety & Casualty 300,000 318,000 
Pacific Indemnity :........ 298,000 371,000 
Fireman’s Fund Indemnity. 291,000 301,000 
Maryland Casualty ....... 279,000 279,000 
Columbia Casualty ........ 275,000 285,000 
General Reinsurance ...... 264,000 219,000 
European General Reinsur.. 250,000 250,000 
Eagle Indemnity ......... 248,000 249,000 
Home Indemnity ......... 241,000 206,006 
Metropolitan Casualty .... 230,000 200,000 
Consolidated Indemnity ... 229,000 142,000 
Glens Falls Indemnity..... 225,000 222,000 
Excess Insurance Co....... 196,000 188,000 
Preferred Accident ....... 196,000 260,000 
Commercial Casualty ..... 186,000 120,000 
Sun Indemnity ........... 184,000 194,000 
American Employers ...... 180,000 178,000 
International Fidelity ..... 179,000 184,000 
Bankers Indemnity ....... 163,000 143,000 
Content Saree oe cccaccccce 151,000 160,000 
Seaboard Surety ......... 147,000 151,000 
Western & Southern ..... 146,000 151,000 
Century Indemnity ....... 145,000 165,000 
American Indemnity ...... 145,000 141,000 
American Bonding ....... 144,000 161,000 
Guarantee Co. of N. A.... 143,000 144,000 
Associated Indemnity ..... 131,000 145,000 
St. Paul-Mercury ......... 130,000 125,000 
Standard Accident ........ 129,000 129,000 
General Cas. of America... 127,000 118,000 
National Casualty ........ 125,000 125,000 
Yorkshire Indemnity ..... 125,000 143,000 
Lond. & Lancashire Indem. 121,000 127,000 
New York Casualty ...... 119,000 122,000 
Western Casualty ........ 100,000 105,000 


S. R. FELLER OPERATED ON 


N. Y. Department’s First Deputy Has 
Appendix Removed; Working Long 
Hours for Months on Mort- 
gage Rehabilitation 

It was good news to the many friends 
of Samuel R. Feller, First Deputy Su- 
perintendent of Insurance of New York 
State, to learn on Wednesday that he 
had been successfully operated on for 
the removal of his appendix. Mr. Feller, 
who is making a fine reputation for him- 
self in the Department, has not been in 
the best of health recently, and for 
months has been working long hours 
under pressure in connection with mort- 
gage guaranty company rehabilitation. 

Because of this strenuous work Mr. 
Feller took a short rest several weeks 
ago. It was hoped at the time that an 
appendicitis operation could be avoided 
but his ‘physicians finally decided that 
it was all for the best. Mr. Feller is 
resting at the Mount Sinai Hospital. 


A. C. Arnold, Chicago Surety 


Veteran, Passes Away 


A. C. Arnold, 58, one of Chicago’s out- 
standing surety veterans, died last Sun- 
day of pneumonia induced by arthritis 
and was buried Wednesday. 

Mr. Arnold started thirty-nine years 
ago as bookkeeper for the Fidelity & 
Deposit. He became general agent for 
that company in the firm of Wickes & 
Arnold in 1900, which firm became A. C. 
Arnold & Co. in 1907. It was then 
merged with Conkling, Price & Webb, 
and Mr. Arnold continued with it until 
1921, when he joined Bartholomay- 
Darling as bond department manager. 
In 1925 he became general agent for the 
Continental Casualty, joining the Stand- 
ard Accident in 1927 as bond manager. 
He was named resident vice-president in 
the reorganization of the Standard Ac- 
cident’s office recently which brought V. 
H. Bartholomew in also as resident vice- 
president. 

He was long active in Chicago Surety 
Association affairs, having twice been 
elected its president. He is survived by 
his widow and one daughter. 





PRAISE FOR H. A. BEHRENS 


The effectiveness of the leadership of 
Herman A. Behrens, president Conti- 
nental Casualty and Continental Assur- 
ance, as chairman of the drive committee 
of the Chicago Community Fund and 
Allied Chicago Charities is shown by the 
report which reveals that $2,683,606 in 
pledges have been received from over 
160,000 individuals and business concerns. 





Se 92,000 93,000 
United States Casualty.... 78,000 114,000 
Concord Casualty ........ 4,000 77,000 
Eureka Casualty .......... 70,000 70,000 
American General ........ 68,000 70,000 
United PaGRe oes ccccccce 64,000 65,000 
Commercial Standard ..... 60,000 65,000 
Inland Bonding .......... 49,000 50,000 
Western Surety .......... 41,000 40,000 
Texas Indemnity ......... 41,000 41,000 
Employers Casualty ...... 40,000 45,000 
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NEW DEAL FOR F. & D. 


Offices of Co.’s Executives Remodeled 
and Concentrated on One Floor; 
Other Dep’ts Rearranged Too 
No one can possibly say that the Fi- 
delity & Deposit and American Bonding 
home office executives have not done 
their part toward supporting President 
Roosevelt’s re-employment plans. For 
the past few months extensive remodel- 
ing of the executive offices as well as 
several other departments has been in 
progress. Officials who have occupied 
the same desks in the same corners for 
years have suddenly found themselves 
transported willy-nilly to remote parts 
of the building. President Charles R. 
Miller, for instance, returned from his 
vacation to find himself and his secre- 
tary, Miss Henderson, ensconced in soli- 

tary grandeur in the board room. 

Whole departments, it is explained in 
the current issue of The Surety Pro- 
ducer, vanished over night and sometimes 
couldn’t be found for days. Walls went 
up. Walls came down. Clouds of plas- 
ter dust floated through the halls and 
the screams of ancient timbers as they 
were torn from their neighbors mingled 
with the thuds of carpenters’ hammers. 

Through all this commotion the F. & 
D. home office staff worked on, some- 
what dazedly, but still efficiently and 
more or less hopefully. According to 
the architects’ plans, when the last bit 
of debris has been swept out and the 


15th Annual Christmas Gathering At- 
tended by 600 Employes; New York 
Casualty People Participate 

The American Surety and its affiliate, 
the New York Casualty, held their fif- 
teenth consecutive Christmas party in 
the American Surety Building at 100 
3roadway on December 21. The 23rd 
floor was especially decorated for the 
occasion. A turkey dinner was followed 
by bridge, with useful prizes for each 
table, and dancing, with music furnished 
by two orchestras. 

More than 600 employes of the home 
offices of these companies, including 
those of the metropolitan branch offices, 
attended the party. Although President 
A. F. Lafrentz, of the American Surety, 
was out of town and sent word regret- 
ting his inability to attend, other officers 
present included: 

First Vice-president Richard Deming 
and Vice-Presidents F. J. Parry, G. L. 
Naught and B. J. McGinn, of the Amer- 
ican Surety; and J. Carroll French, vice- 
chairman of the board, President W. E. 
McKell and First Vice-president W. M. 
Tomlins, Jr., of the New York Casualty. 


last layer of plaster dust wiped off the 
desks, the F. & D. will have a suite of 
offices that will be second to none in 
appearance and efficiency. 


Mortgage Situation 
2age 26) 


changing economic conditions.” In this 
connection he referred to the recent de- 
cision of the Appellate Division of the 
New York Supreme Court in repulsing 
an attack upon the constitutionality of 
the National Surety Co. rehabilitation 
plan, by way of illustrating his point. 

Then centering his attention on the 
mortgage guaranty situation the New 
York Superintendent told how the effect 
of the meteoric decline in real estate 
values first became evident in the form 
of widespread distress among real estate 
owners; how rentals and other income 
melted away; how property owners were 
unable to meet taxes and interest charges 
in full. 

“For a time,” he said, “the 


(Continued from 


guaranty com- 
panies attempted to take up the slack between 
the embarrassed real property owner and the 
mortgage investor When it finally became evi 
dent that the expected upturn in real estate 
conditions was going to be indefinitely delayed 
it became mandatory to take steps to conserve 
the assets of the companies, in the interests of 
all creditors, pending a reestablishment of real 
estate values at some definite level. 


Impossible to Reach Unanimous 
Agreement 
“It was at this point that the problem now 
under consideration arose. The companies were 
placed in rehabilitation, They were no longer 


in position to negotiate with mortgagors and 
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property owners concerning the necessary re 
organizations of defaulting properties on behalf 
ot mortgagees and certificate holders without 


obtaining specific authority to so act from such 
investors; Where one individual held an entire 


relatively casy to consult with 


mortgage it wa 
him about a proposed reorganization involving 
his mortgage. Where there were relatively few 
certificate holders in a given issue involving a 
single mortgage or at most a few mortgages, 
again it was sometimes possible to work out 
satisfactory reorganizations by getting everyone 
to sit around a table and work out jointly some 
suitable compromise. 

“But in the case of large issues where there 
were many holders of certificates, and perhaps 
in addition many mortgages involved, it is as a 
practical matter 


impossible to get unanimous 


agreement on any one course of action either 


”y conference or correspondence.” 

The usual remedy ‘afforded by law to 
persons owning property in common, 
upon the management of which they can 
not agree, has been some sort of equi- 
table partition but, as Mr. Van Schaick 
pointed out, such a course would have 
afforded no relief in this situation. There 
are about 22,000 certificate issues and 
hundreds of thousands of certificat« 
holders, and the normal market wherein 
such certificates are bought and sold had 
vanished. Any theory, therefore, based 
upon partition would have been immeas- 
urably worse than the condition which 
it sought to remedy. 

In Mr. Van Schaick’s opinion the sit- 
uation calls for some plan whereby th« 
power of a refractory minority to block 
the will of a substantial majority can be 
curbed. He pointed out that any plan, 
if it is essentially sound, is infinitely su- 
perior to no plan at all. 

The Schackno Law 

This led Mr. Van Schaick to tell about 
the usefulness of the 1933 unconsolidated 
statute known as the Schackno law in 
clothing the Insurance Superintendent 
with rehabilitation authority. This law 
was viewed as “a constructive attempt 
upon the part of the legislature to pro- 
vide a means for the reorganization of 
these certificate issues.” Particularly in 
the case of some of the larger issues, 
where many mortgages are contained in 
each group and thus it is impossible to 
propose a reorganization upon each unit 
of the group at one time, the Superin- 
tendent has undertaken to encourage the 
certificate holders to unite themselves 
under a Schackno law proceeding into 
a corporation. This is in line with a 
Departmental policy toward decentrali- 
zation, toward democratization of the 
problems, he explained. 

The desirability of certificate holders 
getting together and jointly working out 
a common plan was emphasized by Mr 
Van Schaick, and while it would be un- 
wise to broadcast lists of certificate 
holders for this purpose, because of the 
collateral, improper uses to which the 
lists might be put, he said the legisla 
ture had given him the discretion to fur- 
nish the lists to applicants acting in 
good faith. 

Constitutionality of Schackno Law 

Closing his address Mr. Van Schaick 
explained that unified action by certifi 
cate holders is a result which all arc 
agreed is desirable. He added: 

“Some difference of opinion is inevit 
able upon the constitutionality of cet 
tain phases of the Schackno Law. Nat 
urally the Superintendent of Insurancx 
is proceeding upon the assumption of th« 
constitutionality of legislation duly en 
acted. 

“It is appropriate to say that this is more 


than merely a formal gesture of respect toward 
another branch of the state governt t A law 
of this kind is needed urgently f in ec 
nomic point of view. It contains adequate safe 
guards for the protection of the interests of 
minority groups. There would seem to be every 
reason to believe that the va ty of the Act 
will be upheld. 

“The constitutional question is bound to come 
promptly before the courts. The Department is 


using every proper method to facilitate judicial 


letermination of the matter. This is in accord 
with the program of the Department in getting 
fundamental decisions promptly made in order 


that the processes of rehabilitation may procee 


} 


with celerity.’ 
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On the Production “Firing Line” 








Globe Indemnity Agents Start 1934 
With Lively Prosperity Contest 


Company Sets Goal of $7,500,000 of Premiums for First Four 
Months of New Year; Details of Quota System Given 
in Attractively Worded Booklet 


The Globe Indemnity is starting the 
New Year constructively with a four- 
month Prosperity Contest in which every 
agent and sub-agent country-wide will 
have the opportunity to compete for 
quotas and prizes which have been so 
arranged that producers who do get busy 
will get something worthwhile. First of 
all, a total quota for the company itself 
has been set at $7,500,000 in premiums 
for these four months which, as every 
one knows, are the big production 
months of the year. 

The initial announcement of the Pros- 
perity Contest reaches Globe Indemnity 
agents on January 2 when all on the 
“firing line” who are alertly interested in 
making a bigger income in 1934 read the 
details of the drive in an attractively 
worded eight page booklet. The some- 
t mes trite “Happy and Prosperous New 
Year” took on a new significance in this 
booklet as the theme words of the con- 
test. Every individual of the Globe 
home office staff joined in wishing every 
individual Globe’ representative an 
abundance of personal happiness And 
for every individual in every agency, the 
copy read, “we not only wish but pray 
for great Prosperity.” 

Tennyson Quoted 
“*Ring out, wild bells,’” said Tennyson. 


‘Let them ring and ring and ring,’ says 
we, and we mean not any old bells, but 
the little old bell on your cash register.” 
That’s the way in which E. J. Schofield, 
vice-president, Globe Indemnity, in active 
charge of the contest, has worked hu- 
man interest into the “build up” an- 
nouncement. He continues: 

“One bell that never rings is the one 
on the alarm clock to make people wake 
up when prosperity starts. In fact, there 
is no such bell. Maybe it might be the 
bell on the invention Ernie Palmer (Edi- 
itor’s note: He must mean the well 
known Ernest Palmer, director of insur- 
ance of Illinois) talks about—you know, 
the latest invention of Simple Susan who 
perfected an alarm clock without bells 
for people who aren’t working. 

“As a matter of fact, for people who 
aren’t working, there’s no such thing as 
either happiness or prosperity. That was 
true under the old deal and right now 
under the new deal—the N.R.A. The 
last letter, so Phil Braniff, Oklahoma 
City, says, stands for ACT and the three 
letters together, for ‘Now Run Along,’ 
which spells action too. 

Chasing Away the Big, Bad Wolf 

“All this brings us to an announce- 
ment of a plan of action that will send 


—_—_— 





the ‘Big, Bad Wolf’ around to the back 
door, or make the wolf ‘get away from 
Wy door,’ 

“That plan means premiums, profits, 
prizes, prosperity. 

“There is no denying the fact that this 
is a time to act. Call it patriotism, in- 
dividual national duty, or just horse 
sense, or what you like, but people are 
on the move. Automobile companies re- 
port larger sales. Radio merchants are 
selling more radios. Chain stores, de- 
partment stores, and the wholesale trade, 
all report things moving. 

“So, insurance must follow or be 
pushed along with the crowd. Those who 
move, act and work will get a return 
in profits, but it takes action—and still 
more action on your part and ours. 

“So sink deep down into your Morris 
chair and listen.” 


How Progress Is Measured 


With such a convincing invitation ex- 
tended to participate in a New Year con- 
test during which every man*tand woman 
will be competing against others having 
a like opportunity, Mr. Schofield then 
explains that each producer’s progress is 
to be measured by counting points 
earned. For example, in earned points, 
one will be credited to the agent for 
each $25 of premiums written, either new 
or renewal business. In bonus points, 
quotas will be given for each line of in- 
surance for each agent. Furthermore, 
for each $25 of written premiums over 
and above the quota set for a given line, 
a further bonus of five points will be 
added. 

As earlier explained the company’s 
quota is $7,500,000 in premiums in four 
months. Agents and sub-agents will be 
given a quota for each line of insur- 
ance, thus giving them something to 
shoot at and to work for. Every pro- 
ducer who makes his quota for all lines 
will receive a reward—something useful 
and worth owning. They will also be 
admitted to membership in the exclusive 


“Globe Quota Club.” 


——— 

A grand prize (really worth while) wil) 
be presented to the agency whose re- 
sults indicate the most satisfactory re. 
sults to the company as measured by 
the agency’s opportunity. Mr. Schofield 
explains that “opportunity, of course 
means the size of the agency’s territory 
and the competitive conditions surround- 
ing it.” Production of the most profit- 
able lines and the greatest volume will 
be taken into account as a major fea- 
ture of achievement. The winner of the 
grand prize will be selected by a com- 
mittee appointed from the Globe Indem- 
nity’s General Agents Association. 

Other Requirements 

As to other rules and regulations— 

“Well, we must have some, so here 
they are,” admits Mr. Schofield; 

“1, Paid count. This 
means that tue premiums for the business writ. 


premiums only will 


ten must be paid to the company on or before 
the due date for those premiums as provided 
in the agent’s contract with the company. 

“2. Business to count must be accepted and 
approved by the company. 

“3. On business written on any installment 
basis, only that premium paid and included in 
the January, February, March or April accounts 
and paid to the company on the due date, ac. 
cording to the agent’s contract, will be counted, 

“4. Awards will be made to agencies. This 
means either direct agencies or sub-agencies, and 
not to individuals, except as to the grand prize 
above mentioned. Agencies themselves may set 
tle the question of awarding the prize won to 
any individual in their organization whom they 
may select. 

“That’s all the rules 
more.” 


there isn’t any 


UP-STATE ACENT DIES 
Fred T. Baker, 54, insurance agent of 
Chautauqua, N. Y., died last week in his 
home there following an illness of sev- 
eral months. 





Instead of New Year’s Eve this year, 
many insurance men will call it “Re- 
view Year’s Eve.” 
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Passaic Jury Fixing Convictions 
Pleasing to Casualty Companies 


Casualty companies, united in an ef- 
fort to stamp out claim frauds in New 
Jersey, were highly pleased last week 
over the re age of thetr first court pros- 
ecution. Dr. Aaron L. Simon, a Passaic 
lawyer and Pat 0 ta his brother, Irv- 
ing, also a Passaic lawyer; William 
(“Irish Willie”) Conlon, key man in the 
jury fixing system; Charles (“Hop”) 
Decker, and Albert Durgett, contact 
man, were all convicted in a Paterson 
court of a conspiracy to commit em- 
bracery. It was charged that $50 each 
had been paid to two jurors in an acci- 
dent case. 

Seven men originally were indicted by 


the Passaic court jury on the charge, 
but when the case came on for trial 
Michael LaConti and John Hickling 


pleaded guilty and became witnesses for 
the state. The conviction carries with 
it a possible sentence of three years’ im- 
prisonment and $1,000 fine for each man 
indicted, or both. Under the laws the 
lawyers were automatically disbarred. 

The verdict brought to a dramatic 
close the trial which, replete with sensa- 
tion after sensation, stirred intense in- 
terest not only in Passaic county but 
elsewhere in New Jersey. Daily news- 
paper editors, recognizing the signifi- 
cance of the story, gave the trial and 
events leading up to it columns of pub- 
licity. 

Plenty of Drama 

There was plenty of Christmas drama, 
too, with impassioned pleading marking 
the summations of counsel for the de- 
fendants as they pleaded that the jury 
recognize the C hristmas spirit and give 
the five defendants a present in the form 
of an acquittal. So eloquent were the 
pleas that some of the jurors were in 
tears, the Newark News staff corre- 
spondent observed. 

The final plea of Harry H. Weinberg- 
er, in behalf of Irving Simon, so ex- 
hausted him that he collapsed later in 
an anteroom. He was pleading, in a 
sense, for himself as well as a client and 
friend because he has been indicted, with 
others, for obstruction of justice in con- 
nection with the jury fixing. 

Editorial Comment 

Commenting last Sunday on the ver- 
dict the Newark Call said in an edi- 
torial headed “The People Win” 

“A grand victory for decency and jus- 
tice was the verdict returned by the 
Passaic county jury in the embracery 
trial in Paterson. Shyster lawyers and 
the underworld know now that it is 
highly unhealthy to tamper with juries, 
and the public knows that juries, when 
adequately protected against sinister in- 
fluences and when presented with a 
clear-cut case, can be depended upon to 
return proper verdicts. Too often juries 
are accused of timidity, perversity or 
misplaced sympathy, when all that is 
wrong is inadequate or inconclusive evi- 
dence or a carelessly prepared prosecu- 
tion.” 

Jury Fixing Was a Business 

Jury fixing in Passaic and surrounding 
New Jersey counties had advanced to the 
status of a regular business, casualty 
company investigators were surprised to 
learn after investigations were begun six 
months ago in co-operation with agents’ 
associations and the claim department of 
the National Bureau of Casualty & Sure- 
ty Underwriters. When the companies 
decided to band together to make it un- 
profitable and hazardous, the first re- 
sults were the indictments last April. 

The Simon brothers, both of whom are 
well known and prosperous, were most 


78 PASS TESTS FOR BROKERS 
_ Seventy-eight out of 169 candidates 
for insurance brokers’ certificates of au- 
thority passed the examination conduct- 
ed by the New York Insurance Depart- 
ment in New York City on December 7. 


active in negligence cases where insur- 
ance interests were involved. When 
they were indicted the prosecutor, Na- 
thaniel Kent, requested the New Jersey 
Supreme Court to appoint a special pros- 
ecutor to carry on the investigation. 
James D. Carpenter, Jr., was so ap- 
pointed and conducted the trial. The 
conviction of the Simon brothers was in 
the face of strong alibis in which a num- 
ber of well known persons were called 
as witnesses. 

LaConti testified that when he was 
made foreman of the jury in an acci- 
dent case “Irish Willie” Conlon took 
him around the corner where he swore 
he met and talked with Irving Simon, 
Decker and Durgett who were in an 
automobile. He had a telephone conver- 
sation with Dr. Aaron Simon. As a re- 
sult of the conversations he received $50. 
The plaintiff in the case asked for $5,000 
damages; the jurv gave him $20,000. 
Hickling, another juror, gave similar 
testimony. 

The Grand Jury is continuing to in- 
vestigate other charges of jury fixing 





Auto P. L. and P. D. Rate 
Changes in Philadelphia 


Revisions in Philadelphia 
and rates were voted last week by stock 
casualty companies allied in the National 
Bureau of Casualty 
writers. The changes affect automobile 
public liability and property damage in- 
surance for private 
biles only. The 
sult of surveys, 
ferences extending 

To the present territories of Philadel- 
phia and Philadelphia Suburban, which 
now cover the city, has been added the 
new one “South Philadelphia” which be- 
gins at Pine Street and extends south be- 
tween the Schuylkill and Delaware 
Rivers. This territory will continue to 
have the rates heretofore applied to 
Philadelphia proper. 

For Philadelphia and 
Suburban the new and old 
follows: 


over several months. 


Philadelphia 


rates are as 


Philadelphia 
Private 
Pass. 


W 
x x0 14 62 18 
7 63 18 79 22 


Page 29 
Hired 
Car 1.45 35 1.80 A5 
Philadelphia Suburban 
Se New Old 
territorie 
: PL. PR. PL. PE 
Private 
. 
¢ Surety Under- Pass. P 
& et} W $29 $10 $3 $13 
X 29 10 % 13 
passenger automo- — 3/ 12 46 15 
action came as the re- ee 7 - 
investigations and con- 0 . 1.15 30 1.45 A) 
James A. Beha, general manager of the 


Bureau, said in making the announce 
ment that the new rates were effectiv 
December 22. Action was taken, he said, 
through a resolution adopted at a spe- 
cial meeting of the Executive Commit- 
tee of the Bureau last week. A _ spe- 
cial session of the Automobile Depart- 
ment confirmed the decision. 


PLATE GLASS RATE RAISES 


Premium rates for certain sizes of 
plate glass have been increased as a 
result of a recent advance in Cleveland 
glaziers’ charges for replacements, the 
National Bureau ef Casualty & Surety 
Underwriters made known this week 
The increases approximate 12%. 

Similar action has been taken for the 
same reason in San Francisco, Kansas 
City, Mo. and several New Jersey 
cities. 








The Sign of Good Casualty Insurance 
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Recent Court Decisions 


Compiled by John Simpson 








Author, “The Law Relating to Automobile Insurance” 


No Traumatic Injury 

\n iron carrier for an iron company, 
whose duties consisted in carrying ladles 
of molten iron from the furnace to the 
moulds, claimed compensation for a pa- 
ralysis of his hand caused by the heat 
and the pressure of the ladle handle on 
the palm of his right hand. There was 
no claim or evidence of any traumatic 
injury or showing other than that the 
condition was the result of the prolonged 
carrying of the ladle and the incidental 
exposure to the heat from its contents. 

Judgment for the claimant was there- 


fore reversed by the Ohio Supreme 
Court. Industrial Commission v. Lam- 
bert, 126 Ohio St. 501. 


* * * 


Injury in Falling 

\ machinist who, when seized with an 
epileptic fit, struck his head against th« 
corner of the base of a machine as he 
fell, was injured in the course of his 
employment, the Ohio Court of Appeals 
held, in Nelson v. Industrial Commission, 
44 Ohio App. 482. 


2 2 


Appraisal Agreement Revoked 
It has been the settled law of Penn- 
sylvania for many years that an ap- 
praisal agreement in a fire policy is re- 
vocable by either party until acted upon 
In an action on such a policy by Reuben 
R. Robinson against the Lumbermen’s 


Mutual Casualty it appeared that the 
company and the insured, after a loss, 
had named appraisers, who failed to 


choose an umpire. An umpire was ap- 
pointed by the court on the insured’s pe- 
tition. The company then withdrew from 
the appraisal and revoked the appoint- 
ment of its appraiser. This enabled the 
insured to sue on the policy. 

The Pennsylvania Superior Court held, 


however, that the company having re- 
voked the appraisal agreement befor: 
the appraisers had acted upon it, an 


award made by the insured’s appraiser 
and the umpire was not competent evi- 
dence of damages. As the insured re- 
fused to present any other evidence of 


value and loss or damage the court af- 
firmed a verdict directed for the com- 
pany. 

* * * 


Surety’s Subrogation Right Under 
Depository Bond 

The State Bank of Westfield, Indiana, 

was qualified to receive depository funds 


to the amount of $20,009 and gave the 
Washington Township a bond in the 
penal sum of $10,000 with the American 
Surety Company of New York. The 


bond provided that if the amount paid 
by the surety thereunder did not equal 
the whole amount of the principal’s ob- 
ligation to the obligee the surety should 
not participate in dividends out of the 
assets of the principal until the obligee 
should have received dividends equal to 
the excess of the principal’s obligation 
to it over the amount paid to it by the 
sureties. 

The bank closed on January 13, 1931, 
on which date the township board had 
on deposit with it $11,481 of public funds. 
At the township’s request the surety 
company paid it the surety’s full bonded 
liability of $10,000 and received from the 
township what appeared to be an assign- 
ment or agreement for subrogation of 
that portion of the claim against the in- 
solvent bank represented by such pay- 
ment, i. e., $10,000 

The township board claimed in the 
bank’s receivership distributive dividends 
on the full amount of its deposit until 
$1,481 was paid to it in full. The surety 
company sought to share pro rata with 
the township in distributive dividends on 
the basis of $10,000 and $1,481. 

The trial court decided in favor of the 
surety. This judgment the Indiana Ap- 
pellate Court reversed, Washington Tp. 
Board of Finance v. American Surety, 
183 N. E. 492, holding that a surety has 
no right of subrogation until the claim 
upon which he is surety has been paid 
in full or otherwise entirely satisfied 
(which, the court said, is the almost 
unanimous holding of the courts of the 
country); and that the agreement exe- 
cuted by the township was not a suffi- 
cient assignment of its rights as a cred- 
itor of the bank so as to enable the sure- 
ty company to share pro rata with the 
township in distributive dividends on the 
— of the respective amounts owing 
them. 


INDIANAPOLIS LAWYER DIES 

Edward A. Ford, 48 years old, Indi- 
anapolis legal representative in claim ad- 
iustment work for several casualty and 
fire companies, died suddenly at his desk 
of a heart ailment. He had not been 
in ill health. He was a lifelong resident 
of the city and attended public schools 
and Indiana law school. He had been 
practicing about sixteen years, but was 
with his partner, Edward J. Scoonover, 
more than twenty-five years, attending 
law school while working with him. The 
firm was representing the Independ- 
ence Indemnity Co. and the Independent 
Underwriters in addition to others. The 
widow and two daughters survive. 
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AGAINST INSURANCE MINISTRY 


Premier MacDonald Gives His Views in 
House of Commons; Serious Ob- 
jections Found 


In the British House of Commons re- 
cently J. S. Crooke asked whether Pre- 
mier MacDonald would consider the ad- 
visability of setting up a Ministry of In- 
surance to take over the whole of the 
financial administration of pensions, un- 
employment benefit, health insurance and 
public assistance expenditure in order 
both to save administration expenses and 
to provide a nucleus for a compre hensive 
system of contributory all-in insurance. 

“Consideration has been given from 
time to time to proposals on the lines of 
that of the honorable member,” replied 
Premier MacDonald, “but the conclusion 
has been that the financial and practical 
difficulties in concentrating the existing 
schemes in one administration and re- 
placing them ultimately by a scheme such 
as Mr. Crooke has in mind are so serious 
as to outweigh any possible advantages. 
I do not think that a further review 
would be likely to lead to any different 
conclusion.” 





LAST EMPLOYER LIABLE 
Foundry Worker’s Occupational Disease 
Not Considered as Occurring in 
Previous Employment 
When a man is stricken with com- 
pensable occupational disease his current 
employer is liable, and not previous em- 
ployers, even though there had been cer- 
tain symptoms of the disease during his 
former employment, the Wisconsin Su- 
preme Court has held in the appeal of 
the Nordberg Manufacturing Co. and its 
compensation carrier, the American Em- 
ployers’, from an award to John Sanger 
by the industrial commission. Two for- 
mer employers with their insurance com- 
panies, the North End Foundry Co. 
(Travelers) and Filer & Stowell Co. 
(London Guarantee) were named as re- 

spondents. 

Sanger was a coremaker for thirty- 
two years. He was employed by the 
North End Co. for four years and by 
Filer & Stowell for a few days. He then 
was in a sanitarium for six months, and 
was discharged as a case of arrested tu- 
berculosis. He worked for the Nordberg 
Co. from July to November, 1929, when 
he was laid off for lack of work. How- 
ever, it was testified that he would have 
been forced to suspend work anyhow 
due to his health. 

The industrial commission found that 
he had received a compensable injury in 
the nature of an occupational disease 
while working for the Nordberg Co. and 
an award was made against that employ- 
er. The court upheld this decision and 
saw no evidence of compensable injury 
while with the previous employers. 





HARTFORD S. B. DIVIDEND 
The Hartford Steam Boiler has de- 
clared its regular quarterly dividend of 40 
cents a share payable Jan. 2. 











United States Fidelity & Guaranty Co, 
with which is affiliated 
Fidelity & Guaranty Fire Corp. 
Home Offices: Baltimore, Md. 








Penna. Inquiry 


(Continued from Page 1) 


case with nothing realized as yet for the 
bankrupt companies. 

That a report was made to him that 
$7,500 was withdrawn from a bank in two 
checks drawn on liquidated funds of in- 
surance companies and payable to cash 
and that as yet no item appears to show 
the disposition of those sums. 

Hints of Scandal 


Cohen also charged that a real inves- 
tigation probably would involve a high 
state official in the withdrawal of the 
bonds in the merger. He also intimated 
that several prominent Philadelphia in- 
surance men might be drawn into the 
affair. 

The investigating committee was in- 
structed to report its findings and rec- 
ommendations to the 1935 session of the 
legislature. 





SEEGRAVE-DALY ARRIVAL 

Arthur Seegrave-Daly, production 
manager, Fidelity & Casualty metropoli- 
tan New York department, is wearing a 
happy smile these days due to the ar- 
rival in his home recently of Richard 
Michael Seegrave-Daly. This is his sec- 
ond son. 

Mr. Seegrave-Daly, an Oxford Uni- 
versity graduate, is debating whether to 
send his new born to that college or 
Fordham University. 





SEEK FEDERAL PROTECTION 


Workmen’s compensation for railroad 
employes under a federal act is one of 
the important features in a Iegislative 
program to be submitted to Congress. 
The program was authorized in Chicago 
last week at a conference of railroad 
labor union officials. A pension law also 
will be sought. 


SYMPATHY FOR H. G. ROYER 

H. G. Royer, president, Great North- 
ern Life, Chicago, is receiving the sym- 
pathy of his many friends in the sad 
death of his wife, who was_ found 
drowned in Lake Michigan near a sani- 
tarium in Winnetka, IIl., in which she 
had been a patient since early Novem- 
ber. Mrs. Royer had been suffering from 
a nervous breakdown. 


COLO. STATE BOND FUND BILL 

Colorado has a bill for a state bonding 
fund to cover state, county and district 
officials under officials of the state’s bank 
commissioner. Officials there say 





have been unable to get bonds. 
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§ Just as the fine watchmaker must work 
to the most precise specifications, the 
insurance adviser should base his recom- 
mendations on complete knowledge of 
conditions. 




















© THE ATNA PLAN... 


.. «. @A measure of insurance accuracy 


§ The Etna Plan is a tested and approved 
method of accomplishing this desired 
result. Needless to say it is much appre- 
ciated by both Atna representatives and 
their clients. 


“It pays to be an AEtna-izer” 


THE ATNA CASUALTY & SURETY COMPANY 


affiliated with 
THE ATNA LIFE INSURANCE COMPANY — THE STANDARD FIRE INSURANCE COMPANY 
THE AUTOMOBILE INSURANCE COMPANY OF HARTFORD, CONNECTICUT 


























SQUARE DEALING 





Long established and constantly 
progressive, providing perfect protection 
at a net low cost, and giving prompt 
and efficient service, the Massachusetts 
Mutual is an ideal company to represent. 
More than 82 years of square dealing 
are back of our agents. ‘They find en- 
thusiastic friends of the Company every- 


where. 


Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 


Organized 1851 


Three Agencies in Greater New York 


Lawrence E. Simon, General Agent The Keane-Patterson Agencies 
25th Floor, Chase Nat. Bank Building 1908 Pennsylvania Building 
20 Pine Street 225 West Thirty fourth Street 
New York New York 


Sackerman & Lewis 
General Agents 
16 Court Street 

Brooklyn 















































